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vacuum bag
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• Self-adjusting head - goes from carpet to
bare floors
• Non-marking wheels and bumper
• Anti-microbial bristles on the brushroll
• Quick change belt system side panel easily comes off for easy
access to motor and brushroll
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• Optional Car Charger - Charge on the
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JD Distributors, Inc.
S e r v i n g Te n nessee & Neighboring States
By Rick Mullen, Maintenance Sales News Associate Editor

JD Distributors’ headquarters in Union City (below) houses its main offices
and includes 96,000 square feet of warehouse space. The company’s
service department is an expanding portion of the company’s overall
business. Pictured in the facility’s front entryway (right) are, left to right,
President Jimmy Flood, CEO Bill Flood and Vice President David Flood.
The suitcases are part of the company’s office supply offerings.

ounded in 1999 by a father and his
two sons, JD Distributors, Inc., is a
family owned and operated janitorial/sanitary company, primarily serving
customers within a 100-mile radius from both its
main headquarters in Union City, TN, and a
branch facility in Jackson, TN.
Located in the upper northwest corner of Tennessee, JD Distributors services customers in Tennessee, as well as in parts of the neighboring states
of Kentucky, Illinois, Missouri and Arkansas.
“We have about 4,000 customers on the books,”
said President Jimmy Flood, during a recent interview with Maintenance Sales News at the company’s Union City facility. “We have free delivery
with no minimums. Customers qualify if they pay
their bills. Our customer base is very diversified.”
6 — Maintenance Sales News — November/December 2016

“

Our philosophy is

‘We don’t want you as a customer
for a day; we want you for life.’”
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Now featuring the Tork EasyCube Intelligent System that wirelessly tracks and sends real-time data, so you can
keep restrooms clean, always ready for use and your guests experience nothing but your best.
Learn more at torkusa.com/imagedesign or torkusa.com/easycube

© 2016 SCA North America LLC. All rights reserved. ®Tork is a registered trademark of SCA North America LLC, or its affiliates.

“

Jimmy Flood’s father, CEO Bill Flood, added: “A customer can’t be
too small. We will deliver to anyone who wants to do business with JD
Distributors. Our customer base includes health care, nursing homes,
some industry — the meat industry is a good one for us — hospitals and lots
of churches, which also pay really well.”
JD Distributors’ motto is “keep it clean.” To help customers clean for health and
safety, the distributorship offers such products as buffer pads, toilet paper, paper towels, mop buckets, can liners, soap and many other janitorial supplies.
The company also does a thriving business in the food service and hospitality segments with a wide array of products including specialty plates, bowls, cups, lids, straws
toothpicks, table covers, food wrap film, coffee creamer and sugar canisters. Other
food service and hospitality supplies the company carries include items designed for
space saving food storage, portion control, food preparation and transportation.
JD Distributors also carries lines of environmentally friendly products. In addition, the company conducts training for companies working to get LEED (Leadership
in Energy and Environmental Design) points.

A customer can’t be too small. We will deliver to anyone
who wants to do business with JD Distributors.”
— CEO Bill Flood

“Union City is a small community (population 10,895) and most of the towns we
call on are even smaller,” Jimmy Flood said. “Everyone knows everyone and we
want people to know us. Our philosophy is — ‘we don’t want you as a customer for
a day; we want you for life.’ That is the only way we can sustain what we are doing.”
“Within a block from here, we probably have 20 customers,” said Jimmy Flood’s
brother, David Flood, who is the company’s vice president. “They may only employ
from five to 10 people. There are some insurance agencies that only have two employees. It is tougher for us as far as deliveries are concerned. There may not be as
much gross profit on a truck, but these customers are loyal, they pay well and they
are easy to work with. Working in a rural area like this, people are very loyal. I like
the rural setting.”
Before the launch of JD Distributors in 1999,
Jimmy and David Flood both worked for another
company. Bill Flood also worked for that same
company, joining it a couple of years after his
sons. Several years later, that company went out
of business. The day their former company
closed, the brothers and their father decided to
start their own jan/san distributorship.
“The company closed on a Tuesday. My
brother, my dad and I met that night and decided
what we were going to do,” Jimmy Flood said.
“By Wednesday, we had six employees and, by
Friday of that week, I was back on the road selling. On Monday of the next week, we moved into
our building.”
About seven years ago, the Floods were looking for other products to introduce to customers
in addition to jan/san supplies. An opportunity
presented itself when a local company serving a
separate market was sold.
“A local office supply company was sold,”
Jimmy Flood said. “The people who bought the
business were mainly into selling copiers and not
office supplies.”
The new owners of the company laid off some
people and one of them approached JD Distributors with an idea.
“One gentleman, who had been laid off, came
to my brother, who was the purchasing person at
the time, and asked us for a job and the opportunity to sell office supplies, including office furniture,” Jimmy Flood said.
The Floods decided to take a chance and
branch out into selling office supplies and office furniture. After testing the waters for a year,
office supply sales went well enough for the
Floods to continue doing business in that market segment.
“We said, ‘OK, this thing works,’” Jimmy
Flood said. “We have gotten our name out in the
office furniture business well enough that it has
become a very profitable venture. We had done
several jobs outfitting companies with new office
furniture at more than $100,000 each. Plus, while
we are supplying a customer with office furniture, maybe we can sell him or her a scrubber. We
have gained a great deal of expertise in the office
supplies business.”
In addition to the company’s jan/san and office
supply business, JD Distributors also sells chemicals for warewashing and laundry for school sysSolutions that contribute to a healthy, clean & safe environment.
tems and some of the smaller colleges in its area.
In addition to supplying chemicals for warewashing, the company repairs and services wareThe Bullen Companies, P.O. Box 37 Folcroft, Pa 19032
washing equipment.
LNNgHHHgLMNNJENgIGHgLMNN #:JENgIGHgLMEF999T$7..'010.+0'T%1/
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“We will repair dishwashers and washing machines
for both customers and people who don’t buy the chemicals from us,” Jimmy Flood said. “In many cases, by
doing the repairs for a customer, we eventually wind up
getting the chemical business, as well.
“We have a tremendous service department. We
have three people in the service department, including
a certified electrician and a person who specializes in
machinery.”

“

We didn’t participate in the recession.That was kind of our theme
during that time — ‘We’re not going to participate.’ We decided to be
aggressive. We were going to continue like nothing was happening. Our folks
bought into that theme, and it worked out extremely well for us.”

Keeping vehicles clean and well maintained is a priority at JD Distributors.
Eye-catching wraps on the rear of company trucks give the illusion the door is open.

JD Distributors also has established a small, in-house printing operation.
“Every month we publish two sales flyers that we print and mail ourselves,” Jimmy
Flood said. “One is for office supplies and the other is for both office and jan/san
products. We also do email blasts at least once a month.”
Customers have learned to anticipate the arrival of the sales flyers, as they offer
monthly specials. In addition, customers who purchase a product from JD Distributors on the Internet receive a free gift, Jimmy Flood said.
Recession. What Recession?

J

immy Flood reported that since its opening in
1999, JD Distributors has not experienced a
decrease in gross profit, and that is including
during the Great Recession, which officially began
in December 2007 and ended in June 2009. How did
the company stay prosperous during the recession?
“We didn’t participate in the recession,” Jimmy
Flood said. “That was kind of our theme during that
Andrew Whirl,
time — ‘We’re not going to participate.’ We decided
warehouse manager
to be aggressive. We were going to continue like
nothing was happening. Our folks bought into that theme, and it worked out extremely well for us.”
JD Distributors took advantage of some of the restraints the recession visited upon
larger competitors.
“The higher gas prices during that time really floored the big guys, because they
didn’t want to come to the rural towns to service customers. They wanted to stay in
Memphis, or wherever. They didn’t want to travel. The larger companies didn’t want
to use their big trucks to make small deliveries,” David Flood said. “They also raised
their minimums on orders and were charging for deliveries. In essence, they were
participating in the recession. In contrast, we stayed aggressive and started taking
some of the customers the big guys left behind. It made a big difference when those
new clients experienced our service. In some ways, the recession was kind of a good
thing for us.”
Bill Flood added: “It is like the game of football. The more aggressive you are,
the more times the football is going to bounce your way. We stayed aggressive
when the recession happened and business did come our way.”
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— President Jimmy Flood
Stellar Service And Expertise Are Differentiators

S

ince its founding, JD Distributors’ success has rested squarely on its commitment to providing the best in customer service, and its employees’ expertise in
product knowledge and cleaning for health and safety.
“We are experts,” Jimmy Flood said. “To compete in today’s marketplace, we
have to be more than an order taker. Our sales people have to be more than the guys
who call on a customer and say, ‘Hi. How are your kids?’ We are problem solvers.
Customers rely on us. If they have a cleaning problem, they call us. If they have any
issues with their laundry machines or dishwashers, they call us. This has been what
separates us from a lot of other companies.”
In the effort to help customers save money, JD Distributors’ sales people will
visit a customer’s facility to find out what products are being used and to make
recommendations.
“We continually try to reduce the number of products a customer uses,” Jimmy
Flood said. “Not only does this save customers money, it also makes it less complicated if we can get them to use only three or four cleaning chemicals.”
Jimmy Flood gave the example of a large church customer in nearby Paducah,
KY, that has six custodial staff members to clean the facility.
“The church had a baptistery problem. They couldn’t get the film off the baptistery,” Jimmy Flood said.
To solve the problem, a JD Distributors sales rep visited the church with several
cleaning chemicals in hand.
“We gave them a choice to let them see which product did the best job,” Bill
Flood said.
Jimmy Flood added: “A church custodian said, ‘No one has ever done this for us
in the 15 years I have been here.’ This is the kind of service that separates us from
the competition. Nowadays, you have to offer this kind of service, because, if you
don’t, people are going to get on a computer, Google a product, and order it online.
You have to separate yourself, and service is the only way. You have to do something that online competitors can’t do.
“Service and honesty have gotten us where we
are. You can always sell something, but if there is
no continuation of that, you are in trouble, which is
why we have a lot of employees. It takes a lot to
conduct business the way we do.”
“People believe everything they see on the Internet and when they order a product online, sometimes it works and sometimes it doesn’t,” Bill Flood
said. “The time spent ordering and receiving an item
that doesn’t work or is damaged and then sending it
back costs money.”
JD Distributors’ sales reps also take advantage of
modern
technology in serving customers. All of the
Tina Stover,
sales people carry iPads to quickly show customers
office manager
a video about a certain item or impart pertinent information about products and cleaning techniques.
“Also, to further enhance customer service, we updated our website two years
ago,” Jimmy Flood said. “It’s hard to compete with large competitors, but it is our
one-on-one service that makes the difference.”
Being flexible in meeting customers’ needs is also another defining aspect of JD
Distributors’ customer service program. David Flood gave an example of a nursing
home that had been damaged by a tornado.
“I gathered the sales team and some of the guys here who fix our machines and we
helped the nursing home people clean up the damage and get back to work,” David
Flood said. “If someone calls and says, ‘I need something. I missed a delivery.’ None
of us would think twice about putting it on a truck and driving a couple of hours to
deliver products to a customer in need.”
In another example, when a church had a fire recently, Bill Flood cleaned up the
facility and waxed the floors as a donation.
As in many other areas, non-traditional jan/san players, such as big box stores and
large retailers, have moved into the marketplace, selling jan/san products as a sup-

MIDLAB
I N C O R P O R AT E D

[The Science Behind Clean]
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Cleaning Solutions Guaranteed to Grow Your Business.

the power behind clean
for thousands of businesses every day.

A complete line of certified formulas.
the green behind clean

the brand behind clean.
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Where quality meets value.
the value behind clean

140 Private Brand Way | Athens, TN 37303
800.467.6294 | midlabinc.com
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plement to their primary business.
“We compete with these companies everyday,” Jimmy Flood said. “But there again,
while they are maybe less costly than us, they cannot offer the type of personalized
follow-up service that we provide.
“Furthermore, many cleaning chemicals cannot be carried by UPS or FedEx; therefore the online retailers can’t ship industrial chemicals.”
Jimmy Flood also pointed out that people purchasing online cannot get service
work done over the Internet. He gave the following example showing how JD Distributors gives service above and beyond what the non-traditional jan/san players are
capable of offering.
“We have two car dealerships in town. One of them made a large purchase of office furniture from us,” Jimmy Flood said. “We installed about 10 rooms of furniture in a day. We cleaned up and carried off all the boxes, and the next day we
went back for touch-up. Many times people find out the box stores can’t always
be a ‘do-all’ for them.”
Bill Flood added: “In a family business like ours, there are advantages for our customers. Jimmy is in charge of sales and David is in charge of operations. I’m the senior of the bunch. I’ve had a lot of experience in business, and I try to coordinate all
of our activities. I would say coordination and cooperation is the secret to running a
good business. We work well as a team and we have trained our sales people to do
the same.”
In the conversation about the disadvantages of ordering online from retailers and
big box stores, it was pointed out that many members of one workforce demographic
often go to the Internet first to research and purchase products, i.e., the millennials.
“Millennials think differently. They think they can get something on the Internet
that they need. They find out quickly that it is not always true,” Jimmy Flood said.
David Flood said rather than going online and purchasing a product and then
finding out it doesn’t do the job, it would be better for the customer to have a sales
person demonstrate two or three products to find out which one best meets his or
her needs.
Another trait of millennials in the workforce is their reluctance to establish personal
relationships with sales people. It has been found they prefer communicating online,
on social media, by emails, texting etc.
“We are fortunate that we are in a rural area and the young folks here do not mind
talking to our staff members. We can still develop relationships,” Bill Flood said.
“We train sales people to ask, ‘What can we do for you? Is there an odor problem?
Do you have cleaning problems?’ We look for things to build a relationship. The
way to build a relationship is to do something beneficial that doesn’t cost the
customer anything. It is sad that we don’t get to do that with some of our younger
people who do not want to talk with anyone or build a relationship. Fortunately, not
all are like that in our rural area.”
JD Distributors’ staff is comprised of a good mix of younger employees, some of
whom are millennials, as well as older jan/san industry veterans. Employees are paid
well, and the company provides paid insurance, in addition to contributing to employees’ 401K.
“Both of my sons (Logan and Lucas) work for us now and they are millennials,
so they help us relate to that generation,” Jimmy Flood said. “Some of our sales people are younger, some of them are older. We have a good mix of people who range
from 27 to 67 years old.”
The younger generation is also many times more in tune with social media, such
as Facebook, Twitter, etc., than their older counterparts.
“My sales manager and I only got on Facebook about three or four years ago,”
Jimmy Flood said. “I wasn’t going to, but our younger sales people said we need to
advertise there. I said, ‘OK.’ Now we have a Facebook page for our company, and
our young people keep it up-to-date.”
Many of JD Distributors’ key employees have been with the company from the
beginning. The company also fosters a family atmosphere as a part of its corporate
culture.
“We know our employees’ families. We go to church with them and we socialize
with them,” David Flood said.
When seeking new employees, JD Distributors values integrity, work ethic and a
willingness to work as a team over experience or a college degree.
“In our area, we are experiencing high unemployment, which might be an advantage in some ways in hiring good people,” Bill Flood said. “We are not as picky as
some companies. You don’t have to have a college degree to work here. No. 1, we
look for good people, then we train them. We find that this works very well. Most of
our people do have college educations, but we don’t require a higher degree, we just
look for good people with integrity.”
Another area in which JD Distributors’ employees impart their expertise is by going
on-site and conducting training with customers. For example, the Tennessee School
Plant Management Association asked Jimmy Flood to conduct training on the
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changes to safety data sheets under the Globally Harmonized System for all the public schools in Tennessee .
“I did an in-service in Jackson for schools in west Tennessee. Then, I traveled to
Dickson and conducted training for schools in middle and eastern Tennessee,” Jimmy
Flood said. “We don’t do business with the Tennessee School Plant Management Association, but they asked me to do it and I did it for them.
“Our biggest asset is that we can go onsite at a customer’s facility for training.
If a customer needs restroom training, we will visit the company’s location and
demonstrate what works best in his or her restroom.”
Jimmy Flood gave an example of how he was able to solve an odor issue in the el-

ementary school where his wife is the principal.
“During the summer, my wife was having problems with the school’s contract
cleaner. She said, ‘My restrooms really smell.’ I said, ‘I can help you,’” Jimmy Flood
said. “I showed some of the high school kids and teachers who work there in the
summer — not the contractors — how to run a buffer and how to clean the restrooms
and make them smell good. I think it works better when you go and attack issues
personally.”
He gave another example of going onsite to help some nursing home customers
perform cleaning tasks more efficiently. At each facility, he showed the cleaners how
to organize their carts and cut down on the number of products they were using.
“I have four nursing home facilities that I have been calling on
personally for 13 years,” Jimmy
Flood said. “I did in-service training for all four. I picked four
products to put on their carts and
gave them laminated cards, describing the use for each product.
A month later, I went back and
did the in-service again. At one
facility, the nursing home folks
said, ‘You’ve already done this inservice, sir.’ I said, ‘Yes, I have.
So, there are supposed to be only
four products on your cart, correct?’ I pulled 20 products off the
cart and set them on the table and
said, ‘This is why I am here
again.”
Service Department
Important Cog
In Customer Service

I

n keeping with the strategy of
serving customers in ways
non-traditional online retailers cannot, the distributorship’s
service department plays an important role.
“We are looking at expanding
the service department,” Jimmy
Flood said. “It is becoming more
and more important, simply because of the big box stores. There
are services we can focus on that
they can’t or are unwilling to offer.
“We service all equipment. We
have been successful getting parts
from other manufacturers. We
also assemble furniture, and recently we put up 57 soap dispensers. My certified electrician
and his assistant are installing a
chemical dispenser in one of our
grocery stores, as we speak.
“The service department guys
are willing do whatever we ask of
them, and that is what is so cool.
If a salesman needs help with a
big install of towel dispensers, we
will send a guy or two to help, because we know the quicker we get
it done, the quicker the salesman
can be back on the road selling.”
Indeed, the willingness of JD
Distributors’ employees to work
as a team is evident in all the company’s activities.
“When a sales rep wants to
take a few days off, one of us, or
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Dewayne Henry,
purchasing

Stacey Haynes, office supplies
and office furniture specialist

Erica Elliott,
customer service

another sales rep, will cover for him or her. We
will actually go out and make the calls. We have
a list of each sales person’s agenda,” Jimmy
Flood said. “It makes for good relationships
when our customers know they are dealing with
a company that is going to take care of them,
even when their sales rep is on vacation.”
Company’s Delivery Vehicles Good Advertising

J

D Distributors’ ability to keep a large inventory in its 96,000-square-foot warehouse in
Union City, and in its 10,000-square-foot
Ray Smith,
warehouse in Jackson, allows it to make local dedelivery driver
liveries two times a day.
“We deliver to most customers at least twice a week. In town, we run twice a day,”
David Flood said. “We hold a little bit more inventory than most, so we can do that.
“If a customer is located within 10 or 15 miles from Union City or Jackson, he or
she can call before 10 a.m. for an early delivery, and then again before 2 p.m. for a
later delivery. We will take care of the customer twice a day.”
Located in a rural setting where it is not as expensive to do business, JD Distributors can house inventory at less cost than companies in larger cities.
“Out here in the country, we have a nearly 2-acre building where we can house inventory at a lot less cost,” Bill Flood said. “We can make special buys of products and
store them. We can buy two or three truckloads of something if we need to. Therefore, we can buy paper products, ice melt, or whatever it is, when the price is good.

Misty Montgomery,
accounts receivable

Patricia Pierce,
printing specialist

We have even bought out small vendors and were
able to house their inventory. There are advantages
to living in the country.”
The company’s delivery fleet consists of six large
trucks and six vans. Keeping vehicles clean and
well maintained is a priority. Eye-catching wraps
on the rear doors of the trucks make it look like the
door is open, exposing all the products inside.
“We have actually had trucks pulled over by police to warn our drivers that the rear door was
open,” Jimmy Flood said.
Bill Flood added: “We find our trucks are some of
the best advertising we do. Our slogan is “keep it
James Cook,
clean,” therefore, we keep our trucks clean. We
equipment service
have had a lot of comments on our wraps.”
As JD Distributors services many smaller companies, the average order is $150.
This means there may be 40 to 50 different orders on one truck, which translates to
making 40 to 50 stops, David Flood said.
As is common with jan/san distributors, JD Distributors’ uniformed drivers are the
people many customers see the most. Therefore, drivers must have customer service
skills beyond just dropping off products.
“Another cool thing is many times our drivers deliver through the back door. It
takes a salesman a long time to get to the back door,” Jimmy Flood said. “At times,
our sales people will ride on a truck and see what the delivery guys are doing.
This way they get to meet people they normally wouldn’t see.”
Looking Forward
To A Bright Future

L

ooking down the
road, the Floods are
optimistic about the
future of JD Distributors.
They feel their small town location in rural Tennessee perfectly suits their lifestyles,
and the way they like to do
business.
“I think we are set very well
with the personnel we have
outside and inside,” David
Flood said. “We are a conservative company and we
have always believed in running the business like we
don’t have a penny in the
bank. I think that sets us
apart.”
While the future looks
bright, there are some challenges the company faces.
“Cash flow is always a
challenge, but the biggest
challenge is still the economy,” David Flood said.
“We have been fortunate

16 — Maintenance Sales News — November/December 2016

find something other than jan/san items to offer customers, such as office supplies, for example.”
However, future sales in office supplies are looking good for JD Distributors.
“What is very interesting is in the office supply industry, many companies
aren’t doing well,” Jimmy Flood said. “A lot of office supply companies have
diversified into the jan/san market, looking for another avenue for sales. They
are not up on what they should be doing in the jan/san segment.
“What they don’t understand
is they have to have an inventory of jan/san products. We
buy chemicals by the truckload. Of course, the expertise is
not in just selling toilet bowl
cleaner, but in actually how to
clean a toilet and finding which
toilet bowl cleaner to use to do
the job right. Office supply
companies typically don’t have
the time or the expertise that
we have to best meet customers’ needs.
“I’ve been in this industry since
1985. I can remember when highspeed buffers came out. It used to
be people cleaned with soap and
water. It is not that way anymore.
Everything has its purpose, and
we are able to teach customers
how to clean a facility and which
products work the best.”
Bill Flood said government
regulations also make it more
difficult to conduct business.
“When I was younger, you
didn’t have to watch it so
closely, but nowadays you do,”
he said. “You can have one
change in a government regulation and it could affect a
whole lot of things. We have
to be prepared to be flexible.”
Despite the challenges of running a jan/san business, Jimmy
Flood is excited about what lies
ahead. He is also looking forward to the day when his two
sons will be ready to move into
management positions.
“I’m pumped up about our future. This year could possibly be
the largest sales year we have
ever had. We have 10 sales people, and, for our little commuRegardless of the type of facility, air quality and odor issues continue to be of concern for most property
nity, that is awesome,” Jimmy
managers. Ozone generators offer the fastest most effective means for eliminating odors in unoccupied
Flood said. “My two children
areas. Hydroxyl generators are proving to be a great alternative for keeping the area odor free as well
are currently on the road selling.
They are both learning the busias sanitizing the air in occupied areas. Now both technologies are available in the same unit.
ness, and maybe one day they
will manage this facility.”

with interest rates and gas prices. It is always a concern that either one could go up
at anytime.”
There is also the challenge of escalating insurance costs.
“We had a 30-plus percent increase in insurance rates this year alone,” Jimmy
Flood said. “Insurance increases every year have become a regular occurrence. Furthermore, if the economy was better, we wouldn’t have to constantly look for
new products. It is good to have new products, but it forces us to diversify to

Harness the Power of Two State-of-the-Art Technologies
to Sanitize the Air & Eliminate Odors in One Unit

Call today for more information or stop by and see us at Booth #5144 at the ISSA Show.

1-877-646-9663
Queenaire Technologies, Inc.
9483 State Hwy 37,
Ogdensburg, NY 13669
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Contact: JD Distributors, Inc.,
408 E. Florida Ave.,
Union City, TN 38261.
Phone: 731-885-0096.
Email: bflood@jddist.com.
Website: www.jddist.com.

N ew Products, Innovat i o n
Continue To Bring Distributors
To ISSA/INTERCLEAN® Show

T

By Harrell Kerkhoff
Maintenance Sales News Editor

he theme for the recently held ISSA/INTERCLEAN® North America
2016 tradeshow in Chicago, IL, was “Untamed Potential.” For many
janitorial/sanitary distributors in attendance, the “potential” they
found came in the form of networking, education and product innovations.
The annual event also showcased over 700 vendors from around the world
— offering everything from mops, squeegees, brushes and brooms to cleaning chemicals, floor machines, air care items, hand soaps, paper towels/dispensers and more.
Maintenance Sales News interviewed five people at ISSA/INTERCLEAN
who represent companies involved in jan/san distribution. They spoke about
their objectives and experiences as attendees of this year’s event, along with
their individual company goals for the future.
Americhem International
It’s ironic that Americhem International
President Mark Warner was interviewed
for this article at the entrance of the ISSA Innovation Award stand, located on the exhibition floor, during this year’s ISSA/
INTERCLEAN. Warner was also one of six
official ISSA judges for this year’s award
program. Along with these judges, votes were
also cast by people who took part in online
public opinion voting as well as visitors who
toured the Innovation Award stand. Among
these three groups of voters, five category
winners were named.
“It’s very important to see new innovations
introduced into this industry,” Warner said.
“This is the area of ISSA/INTERCLEAN that

Americhem International President
Mark Warner
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interests me the most. A product featured in the ISSA Innovation Award program can garner a lot of attention by people, including customers.”
Warner, who is a past member of the ISSA board of directors, added: “Learning about new
product innovations is important. Today, the cleaning industry involves the use of robotics
as well as towel dispensers that indicate their current capacity online, for the benefit of building owners and managers. It’s amazing how many changes have taken place to advance this
industry.”
According to Warner, the average end-user would have a hard time learning about a lot
of today’s technology found in the cleaning industry, if it were not for jan/san distributors.
“By attending ISSA/INTERCLEAN, distributors are given the opportunity to share new
ideas and products with their customers, and look like heroes,” he said. “Knowledge impacts the distribution chain far more than any other segment. This is because the distribution chain tends to be the messenger.”
Educational and networking opportunities are other key reasons Warner listed when asked
why he attends ISSA/INTERCLEAN.
“There were a variety of speakers at this year’s convention who were second to none.
They did a good job of diving into important subjects,” he said. “I also like to attend this
event to simply meet old friends. I can’t think of any other place on Earth where I can find
more of my friends.”
With three locations in Pennsylvania and one in Maryland, (Americhem International is
based in Middletown, PA) the company primarily supplies janitorial and sanitary maintenance items.
“We focus on education and providing knowledge to our customers. This includes helping them properly maintain buildings while also lowering costs,” Warner said. “Some distributors try to lower costs by finding cheaper products. We try to lower costs by
finding more sophisticated products that allow customers to perform better, faster, easier and, ultimately, less expensively.”
Officials at Americhem International also find value in offering seminars for the benefit
of the distributorship’s customer base.
Warner said these educational opportunities provide a marketing outreach that allows
Americhem International to attract new customers, while sharing different ideas. This education tends to not only positively impact the actual attendees of each seminar, he added, but
their co-workers as well.
“Eventually, many more people may know about something that was first addressed at a
seminar sponsored by Americhem International,” Warner said. “The market today is in-
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credibly competitive. Unless you are totally on top of your game by being proactive with
customers about new issues, products and initiatives, you are in trouble.”
Becoming an expert in specific subjects certainly helps. For example, there are sales people at Americhem International who focus on individual markets, such as education and
health care. Warner said these people learn the science behind these subject areas and become specialists. This benefits both Americhem International, and its customer base.
Contact: Americhem International, 1401 AIP Dr., Suite 100, Middletown, PA 17057.
Phone: 717-939-7100. Website: www.americhem.net.

working at 2 a.m.”
Despite these, and other challenges, there are advantages to building a career in jan/san
distribution.
“It can be a really good profession for those people who are willing to work hard. A
jan/san professional is involved with a lot of things that are critical to the very fabric of people’s lives,” Baumann said. “As the industry moves forward, jan/san remains a key component to helping people keep their facilities clean and safe.”
Contact: Baumann Paper Co., 1601 Baumann Rd., Lexington, KY 40511.
Phone: 859-252-8891. Website: www.baumannpaper.com.

Baumann Paper Company
Quipment Australia Pty., Ltd.
Learning never stops for successful businesses. Baumann Paper Company, of Lexington, KY, is a prime example. The
distributorship started in 1950, but company
representatives still see the need to visit
ISSA/INTERCLEAN every year. It’s important to them to visit vendors and learn about
new product developments.
“Our objective in Chicago was two-fold,”
Baumann Paper Company Chairman of
the Board Fred Baumann said. “We wanted
to talk with strategic manufacturers that our
company currently does business with on a
continuous basis. It’s good to meet these people face-to-face.
Baumann Paper Company Chairman of the
“We also wanted to see who else is offerBoard Fred Baumann
ing innovative products and product lines,
and what applications these new items may have in our market. As a company, it’s important to be refreshed, so that we can provide new options for customers.”
Several Baumann Paper sales representatives also came to Chicago to take advantage of
ISSA educational opportunities, including one who received a cleaning-related certification.
“These opportunities help our sales people better educate customers as well as other staff
members,” Baumann said.
Based in central Kentucky, Baumann Paper is a full-line distributor, offering a variety of
product categories. The company’s service region includes the entire Bluegrass State and
parts of Indiana, Illinois, Ohio, Tennessee and West Virginia.
“We go after just about any type of commercial business. This includes health care, food
service, industrial, retail packaging, building service as well as federal, state and local governments. It involves a wide spectrum of products,” Baumann said. “Our company started
as a paper house, and evolved into the janitorial business over the past 25 to 30 years.”
In the past couple of years, the distributorship has undergone a different type of metamorphosis — one involving the use of new technology to better streamline business activities.
“It started in the warehouse, moved to the office area and eventually entailed our field
sales people,” Baumann said. “In the past six years, we have moved from just taking orders
with paper, phone or fax to also include laptop, ipad and smartphone devices. We are also
integrating our website to allow our customer base, through password capacity, to place online orders.
“It’s important to be more creative. The way the younger generation of customers are
purchasing products is different than in the past. We must accommodate these people. Fortunately, my wife (Mitchell Baumann) is a former systems engineer for IBM. She now
works at our company, along with one of our daughters (Marli Baumann), who is a computer programmer. Their knowledge of technology has been a great help.”
The distributorship is also seeking certification as a Woman Business Enterprise (WBE).
Mitchell Baumann is now the company president, while Marli Baumann serves as chief
operating officer.
Changes in today’s business world come in other forms as well. One challenge for any distributorship is working with vendors that consolidate, a subject that has affected Baumann
Paper Company in recent years.
“It’s important to have conversations with these companies, to find out how their mergers are going to work, and how this will influence distribution,” Baumann said. “It’s also interesting when dealing with an existing vendor that has new management.”
Another challenge for many companies associated with the jan/san industry is hiring a
workforce of younger people.
“There are members of the younger generation who may feel this industry is not
very glamorous. It’s important for them to realize, however, that a large percentage
of products that we sell, as a jan/san distributorship, are consumable. In other words,
they can get used fairly quickly, allowing for reoccurring sales,” Baumann said. “If a
person does it right, he/she can become a trusted partner with a customer. There is a
lot of longevity involved, which, of course, is good for business.”
This is not to say that standard working hours are the norm for jan/san distributors.
“It’s sometimes necessary to work early or late. For example, there are customers who
may need us to conduct an after-hours floor cleaning demonstration,” Baumann said. “We
conduct a lot of floor demos between 8 p.m. and midnight. Sometimes, we have people

22 — Maintenance Sales News — November/December 2016

It was a busy week for Stuart Nicol, who
came from the other side of the globe to attend ISSA/INTERCLEAN, and certainly had
a lot on his plate.
Not only is Nicol a director for Quipment
Australia Pty., Ltd., a distributorship located in the Sydney, Australia, metropolitan
area, but he is also president of that country’s
National Cleaning Suppliers Association
(NCSA).
Nicol, who said he first attended ISSA/INTERCLEAN in 1998, was not only at this
year’s event to promote Quipment Australia,
but also to help represent NCSA regarding its
merger with ISSA, which became official in
Quipment Australia Pty., Ltd. Director
Chicago.
Stuart Nicol
“I am also fortunate enough to be the ISSA
Oceania Council chairman,” Nicol said, when interviewed inside the ISSA exhibition booth
during this year’s convention.
Nicol addressed an announcement made during the last day of ISSA/INTERCLEAN regarding the launch of the ISSA Cleaning & Hygiene Expo in Australia. This new event is
one of the first accomplishments resulting from the NCSA merger into ISSA. The Expo will
debut May 9‒10, 2017, at the Melbourne Convention and Exhibition Centre, in Melbourne,
Australia.
ISSA officials had asked Australian cleaning industry leaders, prior to the official merger,
their thoughts on changes they would like to see, and a single exhibition experience “down
under” was among the popular requests.
“This (Expo) is perhaps the most significant marketing initiative in our Australian cleaning industry’s recent history,” Nicol said. “Our industry had been crying out for a number
of years for one dedicated event that addresses the needs of our audience. This is vital in our
highly competitive and challenging environment.
“I feel the ISSA Cleaning & Hygiene Expo is the answer. The positive industry response
to this — from a wide range of stakeholders — has been overwhelming.”
As for the merger itself, NCSA members will retain their memberships within the Australian association at the local level, while also gaining ISSA membership and benefits on
a global scale.
“Following our annual general meeting on Aug. 4, 2016, the NCSA was proud to announce that it had unanimously agreed upon, by all members present, to merge NCSA
with ISSA,” Nicol said. “The merger allows NCSA members to truly become part of
the global cleaning industry. This will deliver real value to our members by providing
them with access to ISSA’s education programs, tradeshows, networking, certification
guidelines, regulatory information and more.
“NCSA board members are committed to working closely with ISSA staff. We see this as
a great opportunity to contribute to a positive change in our industry.”
Having recently celebrated its 40th anniversary, NCSA includes manufacturers, distributors and suppliers of cleaning and associated products in the Australian market.
As far as the individual company that he represents, Nicol explained that Quipment Australia sells a variety of hard floor care items. This includes such machinery as scrubbers and
vacuums, as well as a range of sponges and mops.
“Personally, I come to ISSA/INTERCLEAN to look for new cleaning technologies and
products that we can introduce to the Australian marketplace,” he said.
Contact: Quipment Australia Pty., Ltd.,253 Hinxman Rd., Castlereagh,
NSW 2749, Australia. Website: www.quipment.com.au.

USA-CLEAN, Inc.
According to ISSA, an estimated 16,000 attendees and over 700 exhibitors were expected
to participate at this year’s convention in Chicago. With this large group of industry professionals from throughout North America, and the world, in one place, USA-CLEAN
National Account Manager Todd Hooker found the opportunity to network irresistible.
“Primarily, I come to this event every year to meet with customers and vendors. Because
we are a distributor, I spend most of the time at ISSA/INTERCLEAN meeting people and
looking for new things — it’s all about networking,” Hooker said. “If you don’t network, you are going to be lost in this industry. We like to conduct business face-to-face.
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I have found that a lot of important information gets lost in transition with other forms of
communication.
“Besides this convention, I travel a lot to customer locations. This helps me provide better service as well as learn about new ideas and go after other types of business.”
Based in Decatur, IL, USA-CLEAN manages floor equipment fleets of all sizes. As a distributor, the company also provides floor equipment training and parts, as well as dispatches
technicians for nationwide repair service.
“We carry a large inventory of parts for all brands of floor equipment, and offer same day
shipping on most orders,” Hooker said. “We also administer warranty work.”
He added the company has available floor equipment diagrams, manuals, repair guides,

Now shipping around
the World.

We stock our entire product line
in our 90,000 sq. ft. facility, to ensure
quick delivery and great customer service.
When buying Canadian, rest assured that
the products are subject to rigorous health
and safety standards.

videos and photos for more than 11,000 models — all for the benefit of customers.
“USA-CLEAN offers after-market support
for primarily national accounts across the
country. This involves a large third-party network of technicians for the benefit of these
accounts,” Hooker said. “Our company
started in 1986 as a cleaning service, and was
transformed into an all-parts and repair distributorship in 2001.”

USA-CLEAN National Account Manager
Todd Hooker

The company was recently relocated to
an refurbished 50,000-square-foot facility in Decatur, a city of approximately
73,000 residents in Central Illinois.
“In our line of business, it’s very important to keep up with innovations.
Floor equipment manufacturers are constantly updating their machinery. We
have to stay up-to-date so that our technicians can provide the proper repairs,”
Hooker said. “It’s also important that we
understand the market needs of our customers. Our customer base includes retail
establishments, schools and health care
facilities. There really isn’t one type of
customer who couldn’t use our service.”
Hooker, who said he has attended
ISSA/INTERCLEAN for over 20 years,
was very pleased with the results from the
Chicago show.
“I was quite busy at this year’s event.
It’s been one of the most successful
shows for me in a long time. This is due
to the quality of meetings that took
place,” he said. “This event allows a person to capture a tremendous amount of
the industry in three days.”
Contact: USA-CLEAN, Inc.,
2803 N 22nd St., Decatur, IL 62526-2103.
Phone: 217-877-4002.
Website: www.usaclean.com.

Wedge Supply, Inc.
As operations & purchasing manager for Wedge Supply, a Garland, TX,
distributor of paper products, janitorial
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Wedge Supply Operations & Purchasing
Manager David Buchta

Continued on Page 39
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Innovation Awa rd s

Highlight Final Day Of
®
ISSA/INTERCLEAN Show

W

Enterprises; Tork Image Design Line featuring Tork EasyCube Intelligent Restroom System, by SCA; Doodle Scrub EBG-9, by Square
Scrub; and, Force, by MotorScrubber.
Award winners were also announced at the ISSA Hygieia Network
(IHN) ceremony, which took place at the Hyatt Regency McCormick
Place Hotel, on October 26, during the 2016 ISSA/INTERCLEAN®
North America tradeshow and convention.
Recognizing the contributions she has made to the advancement and retention of women
within the cleaning industry, the IHN presented Janelle Bruland with its Member of the
Year Award.
Bruland is president and CEO of Management Services Northwest, a regional facility
management company offering services from janitorial to complete facility management.
The Eidyia Award, which recognizes companies or individuals leading efforts to reduce illiteracy rates within the cleaning industry’s workforce, was presented to the AsianAmerican Hotel Owners Association (AAHOA). Founded in 1989, AAHOA is dedicated
to promoting and protecting the interests of its members through programs and initiatives
in advocacy, industry leadership, professional development and community involvement.
The Rising Star of the Year Award, which is open to women age 35 and under who
have demonstrated their commitment to further the ideals and objectives of the ISSA Hygieia Network, was awarded to Paige Horn, chief operating officer of Dixie Paper Co.,
and Dixie Packaging.
While all categories had a record number of nominees, the Man of the Year Award category was especially popular, with Michel Landel, CEO of Sodexo, from Paris, France,
named as the winner for his commitment and support of gender diversity and inclusion in
the cleaning industry.

inners of this year’s ISSA Innovation Award program were announced
during a ceremony on the final day of the 2016 ISSA/INTERCLEAN®
North America tradeshow and convention, held at McCormick Place,
South Hall, in Chicago, IL.

The program featured more than 50 products and services from cleaning manufacturers
and service providers. Participants were entered in one of five categories: Cleaning Agents,
Dispensers, Equipment, Services & Technology, and Supplies & Accessories.
Individuals representing distributors, wholesalers, and facility service providers throughout the industry placed their votes at www.issa.com/vote between August 1 and October
21 to determine the online category winners.
Exhibiting entries were on display at the Innovation Showcase area of this year’s
ISSA/INTERCLEAN. Tradeshow attendees voted to determine Visitors’ Choice award
winners. Apple co-founder Steve Wozniak named the winner of the overall ISSA Innovation of the Year Award, during the Innovation Award Ceremony.
Below is a listing of this year’s ISSA Innovation of the Year and category winners:
n 2016 ISSA Innovation of the Year Award — Autonomy, by Brain Corp.;
n Cleaning Agents — NanoSeptic Self-Cleaning Surfaces, by NanoTouch Materials;
n Dispensers — Tork Image Design Line featuring Tork EasyCube Intelligent Restroom
System, by SCA;
n Equipment — Doodle Scrub EBG-9, by Square Scrub;
n Services & Technology — Autonomy, by Brain Corp.; and,
n Supplies & Accessories — Stingray, by Unger Enterprises LLC.
The Visitors’ Choice Award winners were: i-suit, by i-team; eForce Scrubber, by NSS
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“John (Garfinkel) helped open our association membership to building service contractors and in-house service providers, which at the time, was a big risk. There were many people totally against this move, but John knew, in his heart, that it was right. We are now a
much better association because of his leadership,” Tomblin said. “John saw a more inclusive, comprehensive and complete trade association in our future.”
In his acceptance, Garfinkel reflected on what an
honor it was for him to receive an award named after a
mentor — Jack D. Ramaley.
“While executive director, I had the privilege to present 25 Jack D. Ramaley Industry Distinguished Service
Awards. To be standing here and receiving this award
myself is a surprise that I have known about only for a
Garfinkel Honored With Jack D. Ramaley
few weeks, and it’s a huge honor,” Garfinkel said. “For
Industry Distinguished Service Award
those younger people in this room who may not know,
Jack Ramaley is the man who built ISSA. He built this
fter a 50-year career serving people involved in
house (the association) that made it possible to endure
cleaning and jan/san supply, 25 as a former
all kinds of weather. If it wasn’t for the work that Jack
ISSA executive director, ISSA officials recogdid, we wouldn’t be here today.”
nized John Garfinkel with one of the association’s
Garfinkel also spoke highly of his successor, current
highest honors — the Jack D. Ramaley Industry DisISSA Executive Director John Barrett, who he called
tinguished Service Award.
“the future of the association.”
The ceremony took place during the ISSA General
“He is a visionary. He will take ISSA to levels that
Meeting, held on the final day of the 2016 ISSA/INwe are not even thinking about today,” Garfinkel said.
TERCLEAN® North America tradeshow and con“There will be people sitting in a room like this, years
vention.
from now, wondering how something good happened,
The award honors an individual who has demonand John, through his leadership, will be the one who
strated outstanding service to the cleaning and maintemade it happen. You will be very proud of this associanance industry through innovation, professionalism,
Former ISSA Executive Director and current Executive
tion (in the future). It will be both strong and different.
leadership, elevation of industry standards, promotion
Vice President of Corporate Development John Garfinkel, right,
This is how change occurs, and it’s driven by the marof the association’s growth and development, unselfish
receives the Jack D. Ramaley Industry Distinguished Service Award
ketplace.”
dedication without personal gain, and emulation of the
during the ISSA General Meeting. Also pictured are
Garfinkel added that he has had the good fortune to
ISSA code of ethics.
Alan Tomblin, left, a former ISSA president, and Jack D. Ramaley.
enjoy two careers in the cleaning-related marketplace.
Jack D. Ramaley was in attendance during this year’s
The first 25 years were spent in the private sector, while a second quarter-century involved
General Meeting, and like Garfinkel, is a former ISSA executive director.
In presenting the award, Alan Tomblin, of Proctor & Gamble Professional, a former ISSA leadership.
“Those first 25 years were wonderful, but nothing was quite like the following years (at
ISSA president, said that Garfinkel, who currently holds the title ISSA executive vice president of corporate development, played a key role in helping ISSA attain its current ISSA). It’s been personally rewarding,” he said.
Garfinkel listed three specific areas that he feels have led to ISSA’s success over the past
stature in the worldwide cleaning industry.
25-plus years, especially in the wake of other trade association failures.
“No. 1, I have seen, with the turnover of each ISSA board, new board members showing great respect to those who proceeded them in office. How many times have you seen
companies change management, leadership or its brand, only to create confusion, and
Continued on Page 38
Sodexo, meanwhile, was named Employer of the Year, presented to the company that
best promotes women’s interests and gender equality in the professional cleaning sector.
At the ceremony, special awards were also presented to the following individuals or organizations in recognition of their outstanding work in promoting the mission of IHN: Jeff
Roberts, of Waxie Sanitary Supply; Laurie Sewell, of Servicon Systems, Inc.; and GOJO.
The ISSA Hygieia Network is an international community dedicated to the advancement and retention of
women in all branches, and at all levels, of the global
cleaning industry.
Visit www.hygieianetwork.org for more information.
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YOUR COMPLETE SUPPLIER FOR
COMMERCIAL DISHMACHINE PARTS!

Dishmachine Parts
Kitchen Equipment
Chemical Storage

Tubing
Valves

Testing & Safety
Fittings & Connectors

Electrical

Chemical Dispensing

Request your new 2017 FREE catalog at

www.tcdparts.com
tcdparts@tcdparts.com
1-800-823-8313
Commercial Dishmachine & Laundry Repair Parts Specialists

BE SURE TO CHECK OUT OUR REDESIGNED WEBSITE,
WITH CUSTOM TUBE BUILDER!
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SCA Expands Production & Products With Wausau Paper Acquisition

I

t’s been nearly one year since global hygiene and forest products company SCA
officially acquired Wausau Paper, another well-known away-from-home
paper/tissue company with a strong jan/san focus. The acquisition brought the two
companies together as one entity.
At the time of the acquisition in early 2016, SCA President of AfH Professional
Hygiene Don Lewis felt the move would expand SCA’s production capacity and round
out its comprehensive product portfolio, providing more options to distributors.
Approaching the first year anniversary of the Wausau Paper addition, Lewis said during
the recent ISSA/INTERCLEAN® North America tradeshow, in Chicago, IL, that these aims
are coming to fruition. According to SCA, the acquisition of Wausau Paper has elevated its
Tork® brand’s position to No. 1 in global market share, while securing a definitive No. 2
market position in North America.
“We have been spending the better part of this
year working on integration work streams. I have
also visited the Wausau Paper locations and met with
its employees. The people (at Wausau) have been
great, and the cultures of Wausau Paper and SCA are
very similar, allowing for easy integration,” said
Lewis, who helped spearhead the acquisition, and is
now the leader of SCA’s AfH Professional Hygiene
business in Europe, in addition to his North American responsibilities.
“We have also been working on SCA’s updated assortment strategy, and will soon be announcing a
new sales structure,” Lewis said. “Starting in 2017,
a greater focus will take place to moving everything
SCA President of
(from the Wausau line) to the Tork brand. It’s imporAfH Professional Hygiene
tant that SCA not only have a combined assortment
Don Lewis
of products, but a portfolio that is even stronger and
more relevant to our customers. This includes our line of dispensers. We feel there are
greater things to come.”
This is good news for jan/san distributorships across North America that have previously done business with SCA and/or Wausau Paper.
Lewis said that prior to the acquisition, both companies enjoyed strong allegiances
with jan/san distributors throughout the continent.
“I feel that our customers, regardless of which company (SCA or Wausau Paper) they
did business with, will see bigger and better things ahead. This includes a greater variety of products and solutions,” Lewis said. “Both companies focused hard on product innovation in the past, and this will continue at SCA. We are in the midst of sharing best
practices across the globe, which is another positive byproduct of these two companies
coming together.”
Another advantage is a continual focus on customer service, an aspect of business that is
vital to not only jan/san distributors, but their end-user customers.
“A lot of customer service awards have been won over the years by both SCA and Wausau
Paper. Credit must go to representatives of both entities,” Lewis said. “Going forward, our
biggest goal, since the acquisition, is to make sure we don’t lose any level of customer service.
“From talking with customers, I believe SCA currently has the best on-time and fill-rate
performance standards in the industry. We are very careful to keep the talents of both organizations in place, along with Wausau Paper’s infrastructure, allowing for a very smooth
transition. This all involves a lot of great people. We are in a good position.”

SCA Is A 2016 ISSA Innovation Award Winner

S

CA recently received 2016 ISSA Innovation Awards in the Dispensers category as well as in Visitors’ Choice voting for its Tork Image Design™ Line, featuring the Tork EasyCube™ Intelligent Restroom System.
“The awards recognize not only our Tork Image Design Line of dispensers, but
the EasyCube technology, which helps take the guess work out of cleaning and facility
management,” Lewis said.
Tork EasyCube is a smart restroom solution that uses sensor-enabled dispensers to
transmit real-time data from dispensers to a web application on a desktop or mobile
device. The system not only monitors restroom visitor traffic and product levels, it
also generates consumption reports that help facility managers identify trends and
predict ordering patterns.
Tork EasyCube assists these facility managers with efficiently managing restroom
upkeep and helps eliminate restroom complaints and address supply issues before
they arise.
“This technology has been receiving a lot of buzz,” Lewis said. “We have introduced it across the globe, and have received some great responses. It’s a real big innovation for us.
“Technological solutions will remain a key part of SCA’s business. We certainly sell
a lot of towels and tissue, but it’s also important to look at
total solutions to maintain relevancy, and stay on the cutting edge with our customers.”
Visit www.torkusa.com/easycube for more information.

SCA And WSSCC Issue Joint Global Report Entitled ‘Hygiene Matters’

A

s part of its ongoing support of the United Nations’ Sustainable Development Goals,
SCA, in partnership with the Water Supply and Sanitation Collaborative Council
(WSSCC) — a United Nations entity devoted solely to the sanitation and hygiene
needs of the most vulnerable people around the world — recently announced the launch of
a joint research report on hygiene practices worldwide. It’s called “Hygiene Matters.” The
initiative was established by SCA in 2008 to raise awareness of the connection between hygiene, health and wellbeing.
The latest edition of the Hygiene Matters report, which was launched during a
special side session of the 71st United Nations General Assembly in September, is
based on a survey with 12,000 respondents in 12 countries.
The survey explores three themes: an economic perspective on the value of hygiene, a social perspective focused on taboos and stereotypes around hygiene, and
the role that innovations in hygiene will play in social and economic development
in emerging and developed markets in the future.
The special side session during the General Assembly brought together stakeholders and
influencers from around the world to provide recommendations for policymakers in both developed and developing countries. The idea was to address hygiene challenges meaningfully and systematically.
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Since 2008, SCA has conducted five surveys to gather insights about global hygiene perceptions, issues and behaviors to contribute to a knowledge-based public debate. The goal
is to improve hygiene for people everywhere, and to break taboos surrounding incontinence
and menstruation.
“SCA creates the innovative hygiene products that more than 500 million people around
the world rely on to live healthier lives every day. We share our expertise and educate people on the importance of good hygiene practices, and engage in activities
across the globe such as educating young women about menstruation and children
about the importance of proper hand hygiene,” SCA President and CEO Magnus
Groth said. “In 2014, WSSCC and SCA started working together to break the silence on menstrual hygiene management, a partnership that has evolved and now includes the entire human life cycle. We’re now announcing the next step in our efforts
to raise hygiene standards globally.
“Partnerships are one of the United Nations’ Sustainable Development Goals, and by pairing WSSCC’s technical expertise on sanitation and hygiene issues in developing countries
with SCA’s global brands, knowledge and commitment to sustainability, education and innovation, we will increase awareness around taboos surrounding personal hygiene, and make
a meaningful difference.” Visit www.hygienematters.com for more information.

Why Distribution Companies Choose
Universal Business Systems (UBS)
As Their Software Vendor
Long Term Relationship

Universal has been taking care of its customers since Ed Raffo, Sr. founded the company with the concept
of a One-Vendor Solution, over forty years ago. Universal took on the job of supporting both the hardware
and the software, so the customer only had to make one phone call for support. This philosophy has been
with us all these years, allowing UBS to create great relationships with companies large and small.

Our One-Vendor approach means that we have the customer’s best interest in mind at all times. The customer gets to know the people who help them and this creates an excellent relationship. It also means that
we have to know what we are doing. We have to be flexible and able to customize our software to meet
our customer’s changing dynamics. In addition, we have to understand the customer’s business, and specialize in their industry to have the answers to their questions.

Experience

Universal has over 40 years of industry-specific experience with companies of all sizes. The implementation of software into a company is unique to each one, especially the larger organizations, with multiple locations. You know the adage, “You are what you eat” - UBS has a well-balanced diet of different
size organizations allowing us to provide you with the best implementation staff in the business.
UBS has a number of large companies that we support, enabling us to provide tremendous experience
to all our customers. Additionally, UBS has numerous companies that have grown tremendously using our
software. With a package that is scalable, companies can rest easy they will never outgrow UBS software.
We have companies that were at 3 million when they started with us, and are now 12 to 15 million. We
have others that were at 60 to 80 million, which are now 400 million. We cannot take all the credit for their
growth, but Universal can take credit for these customers not having to change computer systems.

Technology

UBS’s technology is not gimmicky and gaudy - it provides state-of-the-art solutions for real, day-to-day
business challenges. Our Synergy Suite of Software for Distributors
is a Fully-Integrated system that allows customers to share data securely across its various applications. It provides a compelling experience that can be defined for each user, and gives our customer a distinct
competitive advantage against their competition.
All UBS software is Platform Independent. This means you are not tied to one hardware or OS vendor.
When the first tablets were released, all UBS software could run on them immediately. This is because
UBS utilizes the Web Browser as the user interface. This enables UBS software to run on any device that
supports a browser, which is all of them.

With an increase in internet access and mobile devices like tablets and smartphones, UBS customers are
able to take immediate advantage of new technologies. Thinking “outside the box,” and looking at where
the distribution industry is going, is what Universal Business Systems does. This allows us to provide the
tools our customers need to help them grow and surpass their goals

908-725-8899 • synergysuite@ubsys.com

34 — Maintenance Sales News — November/December 2016

ADVERTORIAL

Hankscraft Inc. Achieves NSF International Nonfood Compounds Registration
Hankscraft Inc., has received authorization from global
public health organization, NSF International, to be listed
in the NSF White Book™ through the NSF Nonfood
Compounds Registration program, a voluntary registration program to verify the safety of products to be used in
food and beverage processing.
This authorization is for Hankscraft’s handwashing and
sanitizing products, RedDot Antibacterial Foaming Hand
Soap (E2) and RedDot Fragrance-Free Foaming Hand
Soap (E1).
“To register a product in the NSF White Book™, the
product receives a thorough toxicological review to ensure that the product meets the safety requirements for the
category code that is appropriate for the products’ end
use,” said Andy Ahrens, vice president and general manager of RedDot Brands.
To view Hankscraft’s official NSF listing for these
products, visit the official NSF White Book™ listing at:
http://info.nsf.org/usda/PSNCListings.asp.
“We are proud that we have achieved NSF approval on
both our Fragrance-Free Foaming Hand Soap and our Antibacterial Foaming Hand Soap. NSF is the go-to agency
that facilities turn to for risk management solutions, and
we’re very pleased to be aligned with their organization.”

For more information on the details and requirements
of the NSF Nonfood Compounds Registration Program,
visit NSF International’s website, www.nsf.org.
Founded in Madison, WI, in 1920, Hankscraft Inc., is
privately held with over 300 employees.
“Hankscraft launched RedDot Brands in 2016 after
identifying an industry need for enhanced branding and
customization for distributors and end-users in the lodging, foodservice, commercial building, healthcare, manufacturing, and education markets. The product line is
centered on a core offering of the most commonly used
automated and mechanical dispenser products,” said
Hankscraft.
Visit www.hankscraft.com
and www.reddotbrands.com
for more information.

From Royce Rolls Ringer:

The Super-Wide Mini Microfiber Housekeeping Cart
The Royce Rolls Ringer Company has introduced its newest cart — the Super-Wide Mini microfiber housekeeping cart.
“This stainless steel cart is both lower and wider with a cabinet size of 24”x 20” x 30”, giving better visibility and more
storage space. Also included is the new Snap Rack tool holder. The Snap Rack offers a more
efficient way to keep mop sticks and tools in place using our stretch mount toggle strap.
“The TBOX, a stainless steel lock box, is also included to set on the top of the cart. This lock box can be
used for extra storage, securing chemicals, etc. Also set
on top of the cart is the stainless steel, microfiber
Squeeze Bin. The Squeeze Bin stores several microfiber
pads in solution, making it easy for one time use,” according to a Royce Rolls press release.
The Super-Wide Mini comes pre-assembled and has
other features including the locking door, zip bag, trash
lid, 12-inch x 16-inch pouch, 14-inch x 24-inch pouch,
mesh bag, wet-floor sign, sign holder, and 5-inch quiet
thermoplastic rubber, non-marking wheels.
The Royce Rolls Ringer Company manufactures its
merchandise in the United States, and offers a 10-year guarantee on all its stainless steel
products. Visit www.roycerolls.net for more information.

The Natural Way to Dust...

More than just wipers...

Intelligent Wiping
Solutions!

Soft, supple genuine Ostrich feathers dust effectively,
by gently pulling away the dust from fine objects, bottles
DQGLWHPV\RXGRQ¶WZDQWWRPRYHRUGLVWXUE)HDWKHUV
will hold on to the dust until gently tapped or shaken
away. Feathers, natures way of fine dusting!

Meet the new Berk International.
With more than 700 SKUs packaged
in a variety of wiping solutions, from
jan-san and automotive to foodservice
and healthcare, we offer one of the
most diverse product lines.
P 800.665.0202
Www.lambskin.com

F 204.582.5598

P 204.586.8097
info@lambskin.com
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www.berkwiper.com

Contact a Sales Representative for information and samples
610.369.0600 | Toll Free: 866.222.BERK

Dorden Offers Moss Squeegee Program
Dorden & Co., Inc., a/k/a Dorden Squeegee introduced its new DÖRDEN Moss Squeegee Program
at the recent ISSA 2016 Trade Show. The squeegee
will be stocked, warehoused and shipped from the
company’s facility in Detroit, MI.
Bruce Gale, managing director of Dorden
Squeegee said, “The ISSA Show exceeded our expectations. There was an overwhelming positive response to our decision to warehouse and to be able to
ship, almost immediately, the Belgian Moss
Squeegees from a centrally located warehouse, for
all of our new and existing customers; that was very
gratifying.”
Customers are encouraged to contact the company
with specific requirements. Dorden offers a program for purchase from a centrally located local warehouse in the U.S.
The Detroit, MI, facility is located on the Canadian border for easy shipping to
Canada. Dorden representatives said that the company can also easily ship to Mexico
and throughout North America.
Currently stocked fast-selling items in the U.S. market include: 18-inch and 22-

inch light duty - black natural rubber and 30-inch
heavy duty–w/splash guard – black natural rubber.
Other sizes and rubber types will be made available based on customer demand. Red neoprene or
synthetic rubber, both light and heavy duty, are
available for warehouse direct shipments.
Dorden is also offering the option of full container pricing (20-foot or 40-foot) for larger purchases.
Dorden also manufactures and distributes a full
line of American Made Floor Squeegees. These
are traditional harder rubber squeegees. Dorden’s
foor squeegees are made with non-rusting aluminum frames and retainers.
Dorden Squeegee also offers private label programs for manufacturers and buying
groups.
Dorden Window Squeegees are geared toward the commercial and industrial markets. They are heavy duty, rugged and also made in America.
For information, phone 313-834-7910 or email MMfgcoinc@aol.com.
Visit www.DordenSqueegee.com.

The Natural Way to Dust...

Did you know that lambs wool is the original green
duster? Natural lambs wool offers exceptional dusting
power with a light static charge and natural oils that attract
and hold dust until spun free. Extendable, bendable, high
& low, a tool for every task, we make them all!

P 800.665.0202
Www.lambskin.com

F 204.582.5598

P 204.586.8097
info@lambskin.com

November/December 2016 — Maintenance Sales News — 37

even chaos, for customers and employees? At ISSA, change works because of that respect
from one board to another,” Garfinkel said. “No. 2, the great support that I (as executive
director) received from every one of those past 25 ISSA presidents, and all of the past board
members, helped the association keep its continuity and consistency.
“I feel the third aspect of our association’s success is always having a sound strategic plan
in place that we could build on for a better future — and then have the guts to make some
tough changes. A lot of trade association boards become like fraternities, not wanting to make
necessary changes. At ISSA, we have not been afraid to make some dramatic changes.”
As he concluded his remarks, Garfinkel reflected on one tough decision that was made
soon after the terrorist attacks on 9/11. The issue was whether or not to hold ISSA’s annual
convention the following October in Orlando, FL.
“While attendance was down for that event, the comradeship exhibited by members of
this industry in Orlando was remarkable,” Garfinkel said. “Other conventions were being
canceled, but we stuck together and held our convention. I love this industry, and it’s been
personally rewarding.”

“There are generally some very good business motives for mergers and acquisitions. In
the case of ISSA and these other three associations, there were many reasons for coming together,” Barrett said. “No. 1, these moves didn’t cost money. We (ISSA) didn’t have to spend
money to complete these acquisitions. However, they really aren’t acquisitions in the traditional sense. These venerable organizations are merging into ISSA, and they are significant.
“In the case of ARCSI, its members are residential cleaning contractors in North America. It’s an organization that has been a co-location partner with ISSA for several years, and
its potential is huge. There are thousands of residential contractors who need to be part of
our trade association and part of our show. Also significant is IEHA, which is comprised
of men and women who head housekeeping at hospitals, hotels, schools, etc., in North
America. This move brings approximately 1,500 new members to ISSA. IEHA also represents hundreds of thousands of global opportunities.
“And finally, there is NCSA. We have found the leading trade association in Australia,
and (its members) voted unanimously to become part of ISSA. It’s extraordinary what is
possible through these three organizations (ARCSI, IEHA and NCSA). However, unlike a
traditional acquisition, they remain in place and in charge of their own destinies. That is really key, because their individual brands, identities and communities remain important.”

Three Mergers Approved

Rones Introduced As New ISSA President

ISSA/INTERCLEAN® Innovation Awards: Continued From Page 28

A

ttendees at this year’s ISSA General Meeting officially welcomed three cleaningrelated trade associations to the ISSA family. They are: ARCSI (the Association of
Residential Cleaning Services International), IEHA (Uniting Facility Managers
Worldwide), and Australia’s NCSA (National Cleaning Suppliers Association). ISSA members who were present at the General Meeting voted to approve the mergers of these three
organizations into ISSA.
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A

mong the highlights of
each year’s General
Meeting is the introduction of new and outgoing ISSA
board of directors. The 2016
board includes new ISSA President Richard Rones, of Americo Manufacturing Company.
The president’s post is a one-year
term. Rones succeeds David
Sikes, of Sikes Paper Company.
“I want to thank David (Sikes)
for his leadership, guidance and
contributions to ISSA. If it
weren’t for him, I would not be
standing here today as ISSA
president,” Rones said, during
his address at the General Meeting. “David got me involved with
the ISSA board, and it’s been a
Pictured are outgoing ISSA President
phenomenal experience. I appreDavid Sikes, left, with new President Richard Rones,
ciate that very much.”
during the ISSA General Meeting.
This is the third time Rones
has served on the ISSA board of directors.
“It’s been an incredible experience to get to know and work with some of the brightest
and sharpest minds in our industry,” Rones said. “The first time I served on the ISSA board,
in 2004, the realities (for ISSA) were stark and dim. Membership in our trade association
was declining as was attendance at our tradeshow. In fact, tradeshows around the world
were declining, and some were going out of business. It was a difficult period, but due to
the hard work, vision and risk taking of people like John Garfinkel — as well as past ISSA
presidents, board members and staff — some very difficult decisions were made. The time
literally called for us to either adapt or die — and we adapted.
“We made decisions that opened membership, and created ‘WOW’ in our tradeshow.
The rulebook on how to govern exhibitors at the show was torn up. ISSA also invested in
many regulatory, educational and training programs and certifications for its members. Our
association was turned upside down, and as a result today, ISSA is not only growing, but
thriving. This is an absolutely amazing accomplishment.”
Rones added that today’s ISSA is quite different from 5, 10 and 20 years ago.
“At the end of the day, it’s about one thing: delivering value to our members,” he said.
“If we don’t do that, we don’t survive. And I think we all recognize that fact.
“The budding of ISSA’s brand helps us deliver value to members. I am enthused with the
direction we are heading.”
Outgoing ISSA President David Sikes also addressed attendees of the General Meeting,
speaking about the importance of having a positive attitude not only in business, but life
as well.
Sikes shared the story of the late Sam Berns, who inspired many people despite having
a rare disease called progeria, which accelerates the aging process.
Sikes said that before his death at the age of 17, Berns wanted the world to know that he
had a very happy life. Berns also shared his four key steps for others to follow. They are:
No. 1 — Be OK with what you can’t do, because there is so much more that you can do;
No. 2 — Surround yourself with high quality people who provide a positive influence, and
try to be the same kind of positive influence for others; No. 3 — Keep moving forward, and
always keep a forward thinking frame of mind; and, No. 4 — Never miss a party.
“So let’s leave here this morning renewed by the spirit that Sam showed,” Sikes said. “Go
forward with a positive attitude, which reminds me of another great quote. ‘Attitudes are
contagious, is your’s worth catching?’”

Sikes added that he was thrilled to have served as ISSA president both before, and after,
two great friends — Alan Tomblin and Richard Rones.
Before Sikes’ address at the General Meeting, Tomblin stated that Sikes played a critical role in helping with the ISSA executive director’s transition process.
“David did an outstanding job in working with the ISSA board and staff regarding the
executive director’s position change,” Tomblin said. “Our association is better off because
of his efforts.”
Also speaking at the General Meeting was ISSA Foundation Board Chairman Allen
Soden. He explained that the foundation’s mission is to invest in tomorrow by using funds
to attract more young people to the
cleaning industry. This is accomplished
several ways, including the awarding of
scholarships based on academic
achievement and leadership traits. These
scholarships are available to employees
of ISSA members and their families.
The ISSA Foundation awarded 64
scholarships in 2016, totalling $175,000.
Applications for scholarships can be
found at www.issafoundation.org.
“Our foundation board members volunteered their time this year, without
compensation, to evaluate a record 400
applicants. They looked at grades, essays, community service and involvement as well as family stories,” Soden
said. “During the time we spent together,

it was not unusual to see a foundation board member sit in awe, sometimes with a tear in
his/her eye, while reading and discussing different amazing stories from student applications.”
He added that the ISSA Foundation helps member companies in other ways, such as
through internship programs.
“Many small- and medium-size companies can benefit from the talents of young people
through internships. We have a program to help,” Soden said. “Part of the ISSA Foundation
mission is to attract the best and brightest to our great industry. It’s an industry that I feel is
the best kept secret in America.”
— Maintenance Sales News Editor Harrell Kerkhoff contributed to this article.

Distributors Talk About Show:
Continued From Page 24
supplies, floor maintenance equipment
and food service items, David Buchta
said he had plenty to do as an ISSA/INTERCLEAN attendee this year.
“My objective was to meet with current suppliers and strengthen relationships, along with looking for new
product lines to possibly incorporate into
our company’s portfolio,” Buchta said.
“I look for new products that provide innovation and diversity. This helps our
distributorship differentiate from competitors.”
Garland, with an estimated population
of 226,000, is located within the DallasFort Worth metroplex, the main service
region for Wedge Supply. The familyowned company was founded in 1989.
Buchta, who has personally been involved with the jan/san industry for 20
years, said business at the distributorship
has been good in 2016.
“We have experienced steady growth
this year. It’s very much a relationshiptype business. There is too much competition for our company to be anything
else,” he added. “We maintain a solid
sales force, full of people who can relate
to our customers and create lasting relationships.”
According to Buchta, it helps that
many of the products and services that
jan/san distributorships, such as Wedge
Supply, provide are viewed as essential
for everyday life.
“Saying that any industry is recession-proof is a bit too strong, but there
always seems to be a need for many
of the products that we sell. This is
true even during a bad economy,”
Buchta said.
Contact: Wedge Supply, Inc.,
1132 N. First St., Garland, TX 75040.
Phone: 972-272-2293.
Website: www.wedgesupply.com.

Just SCATTER it!
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Granular Odor Counteractant
Powerfully effective Scatter® Odor Counteractant Granules™ are easy
to apply and are formulated to handle even the toughest odors from
restaurant, institutional, commercial and municipal waste.
Scatter® granules offer an exclusive triple-phase odor control system:
1) absorbs rancid, odor-causing spills 2) counteracts odors with
Metazene® odor counteractant and 3) controls and freshens airborne
malodors. Scatter® offers the perfect solution to odor problems from trash
containers, garbage dumpsters and compactors.
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Cascades Tissue Group Announces
Professional Division’s Rebrand
Cascades has introduced Cascades Pro,
a rebranding of the former Away-FromHome division.
Included in the rebranding is a new
tagline – “All clean. All good.,” a new
logo, updated brand pillars, restructured
sub-brands and a new website.
“The rebranding corresponds with the

development and vision for the future of our
professional business,” said Benoit Alain,
executive vice president, Cascades Pro™.
“The launch of the company’s new
website brings a clean and updated online
experience for customers. The new responsive site greatly simplifies the navigation experience, making it easy for

visitors to navigate between Cascades
Pro’s products.”
The company said seven new brand pillars serve as the foundation of the Cascades Pro division. They are:
n We cover all bases — Deliver
proven, cost-effective hygiene solutions –
from bathroom to boardroom to lunch-

See for Yourself The MeyerPakΡŝĨĨĞƌĞŶĐĞ






See our EXCLUSIVE Taco and Hot Wing Dividers
and our New SaladPaksΡ



Available in White, Black,
Recycled Kraft
Interior coated to prevent
wicking; web closed corners ʹ
8 point gluing for leak
resistance
Kraft items FSC (Forestry
Stewardship Council)
Certified ʹ important for
School and Municipality
business.
Kraft items coated with our
Patent-Pending AntiFingerprint Coating, and
made from 100% recycled
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waste.
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Ask about our easy Free Freight
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FC MEYER PACKAGING IS PROUD TO BE AN ALL-AMERICAN MANUFACTURER
Contact us!
Marketing@fcmeyerpackagingsales.com
203-644-1243

room to classroom and beyond;
n We’re all ears — Provide
world-class service, with a friendly
can-do attitude that keeps customers well stocked and well
equipped;
n We explore all avenues —
Create outside the box innovations
such as no-touch dispensing, antibacterial paper and hygiene programs that reduce sickness risks;
n We’re all in the family —
Embody a company rooted in
human relationships and values. A
family business that grew into one
of the world’s largest paper and tissue manufacturers;
n We’re all in it together —
Build client, employee, reseller,
building manager, end-user and
community bonds;
n We’re green all over — Succeeded in integrating sustainable
development into company DNA;
n We’re all over North America — Ensure that Cascades covers
all of North America starting with
its 2,200 employees and 20 production units.
Under the renamed Cascades
Pro division, products have been
streamlined and now reside under
just five brands, making product
selection more efficient with a
focus on the brands most valuable
to the customer. They are:
n Cascades Pro Tandem™ —
Dispensing systems that work hand
in hand with Cascade’s paper for
maximimum performance, sustainability and savings;
n Cascades Pro Signature™ —
Premier quality paper products created to pamper customers. Soft
products, superior performance and
absorption;
n Cascades Pro Perform™ —
Environmental paper products that
balance cost, sustainability and
performance. Made with 100 percent recycled fibers. Products are
soft, attractive and reliable;
n Cascades Pro Select™ — 100
percent recycled paper products
designed for optimum value. Affordable solutions; and,
n Cascades Pro Tuff-Job™ —
Wipers with maximum durability,
strength and performance. Guaranteed performance with the toughest
of jobs in mind.
Visit www.cascadespro.com
for more information.
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Cascades Pro™ Introduces Tandem®
Electronic Hybrid And Double Jumbo Roll Tissue Systems
Cascades Pro™ has introduced two new Cascades Pro
Tandem™ dispensing systems: Cascades Pro Tandem
Electronic Hybrid and Double Jumbo Roll Tissue (JRT)
dispensers.
“The availability of paper hand towels and bath tissue should never be a concern for business owners or
customers,” said Andre Daviault, marketing director,
Cascades Pro, Tissue Division. “With that in mind, we
created the Cascades Pro Tandem™ Electronic Hybrid
and Double JRT Systems, two products that will reduce
costs and maintenance time associated with towel and
tissue dispensers. We are confident that both units will
provide supreme reliability and efficiency.”
“Three settings combine to make this one of the most
adaptable towel dispensing systems on the market. The
benefits include:
n Hidden Towel: Hygiene focused, customers put
their hands under the dispenser to activate sensor;
n Exposed Towel: High-traffic reliable, when many

customers need paper towels quickly; and,
n Motor-Assist: Energy-efficient, ensuring that a paper
tail is always out and in-sight to keep traffic moving.
The Cascades Pro Tandem Double Electronic Hybrid
dispenser’s extended battery life and stub roll feature
provides increased sustainability, while decreasing labor
costs and reducing waste.”
The dispenser has capacity for a 1,050-foot roll, 10inch precut towels.
The Pro Tandem Double JRT dispenser is recommended for high-traffic bathrooms. It offers a 2,800-foot
capacity, The design supports two 1,400-foot 2-ply
jumbo rolls.
“This durable dispenser limits overspin to help reduce
waste, save inventory and minimize maintenance time.
Simply put, ‘running out of bath tissue’ will be a concern
of the past with this superior capacity bath tissue dispenser,” according to a press release.
The Cascades Pro™ division is part of Cascades’ Tis-

Tile And Grout Cleaning Turf Pad
ACS Industries’ Green
Turf Pad is well-suited
for scrubbing grouted
tile floors, concrete
floors and poured nonslip floors.
Turf Pad works as
good as a brush, and at a
fraction of the cost. The
single-sided pad is flexible for optimum use.
Run on standard equipment up to 350 RPM or on oscillating machines.
Visit www.acsindustries.com.

Wipers for Every Size,
Budget, & Job
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brotex.com
800.328.2282
info@brotex.com
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sue Group. Cascades Pro offers hand towels, bath tissue, napkins, kitchen roll towels, facial tissue, wipers
and dispensers.
Visit www.cascadespro.com
for more information.

J&M Technologies Holds Users Group Meeting
“Over 80 distributors gathered in Chicago, IL. during the recent ISSA show for the J&M
Technologies Users Group Meeting. The gathering enabled users of J&M Technologies various electronic sales tools to learn about the Internet Order Entry program for online ordering and the ERA interactive
sales tool for distributor
reps. Attendees also learned
about upcoming features
and new products,” said
J&M.
Highlighted was the newest graphic layout of the Internet Order Entry program.
According to the company,
the layout provides a more
streamlined user experience
on distributor e-commerce
sites. The updated formatting also makes the ordering process easier while providing more
product information.
“Our sales tools provide independent distributors with cutting edge technology specifically developed for the jan/san industry,” said John Manzoian, president of J&M Technologies. “The variety of sales tools we offer provides multiple ways for distributors to
increase sales and grow their bottom line, including our ‘Shop-by-Room’ feature which
guides users to the products appropriate for their facility.”
Visit www.jmcatalog.com or call 330-533-9000.

From Microfiber And More LLC:

Divided Mop Bucket
With Side Press Wringer
Microfiber and More LLC has introduced its Divided Mop Bucket with Side Press Wringer.
“It’s important to always mop with clean solution.
The mop bucket from Microfiber and More LLC
separates cleaning solution from dirty water. It’s designed to be used with all types of mops. This includes tab-style flat mops and microfiber tube
mops,” according to a press release.
The mop bucket also features a molded-in bucket
divider with large compartments for clean solution
and dirty water.
The company said, “Stop spreading dirt. The Divided Mop Bucket Systems will help restore and
keep floors clean and safe. They are top ranked for
easy care and use.”
Contact info@microfiber4sale.com for more information
on the company’s Divided and Double Bucket Mops Systems.

From Meterpak:

Premeasured Products
In Water Soluble Pouches
Meterpak Inc., has been manufacturing products in water soluble pouches for almost
30 years. It has one of the largest offerings with over 25 different products.
For the industrial and institutional markets, Meterpak offers a
variety of laundry products, hard
surface cleaners, neutral cleaner,
neutralizer conditioner, glass and
stainless steel cleaner, disinfectants, pot and pan, holding tank deodorizer, and septic treatment
products.
“Premeasured products in water
soluble pouches combine proportioning accuracy with ultimate simplicity,” said the company. “It
provides convenient, cost effective solutions without the use of a dispensing device, and
eliminates spills and overuse. The compact light packaging reduces shipping, handling and
storage costs.”
Visit www.meterpak.com for more information.

Kutol Offers Free eGuide:

Foam Soap Advantages In Labor, Safety & Water Conservation
Kutol Products Company offers a new eGuide: Foam
Soap Advantages in Labor, Safety and Water Conservation.
Included in this free eGuide are comparisons of five different types of hand soap dispensers (and the soap dispensed) and how they differ in regard to:
n Steps and ease of the refill process;
n “Topping off’ capabilities;
n Spill possibilities;
n Contamination potential;
n Increased hand washing compliance; and,
n Water conservation.
“Labor is the single most costly variable in facility maintenance,” said Dan Renner, director of marketing for Kutol
Products Company. “Installing foam soap dispensers with

sealed refill cartridges provides the fastest, easiest, and
safest refilling process that can drive significant labor savings, as well as other benefits. This eGuide highlights the
savings afforded in labor, safety and water conservation
when facilities use foam soap with the appropriate soap dispenser for their needs.
“The eGuide also provides an accounting of water savings that foam soap delivers due to a reduction in lather-up
and rinse time. As an example, in one month an office building with 150 occupants can conserve approximately 580 gallons of water by using foam soap.”
The Foam Soap Advantages in Labor, Safety and Water
Conservation eGuide is available as a free download at
www.Kutol.com under “Tools & Resources/eGuides & More.”

KUTOL Products Company, founded in 1912, is a manufacturer of commercial hand soaps, hand sanitizers and
soap dispensing systems. The company manufactures all its
products in Sharonville, OH, in its LEED Silver Certified,
FDA-registered facility, following government guidelines.
Kutol’s line features hand hygiene products including antibacterial soaps, foaming and liquid hand soaps, hair and
body washes, industrial hand cleaners, foam and gel hand
sanitizers, as well as Green Seal™ certified, USDA BioPreferred and EcoLogo approved products.

From Polydros:

Cleaning Block Griddle Kit

Cleaning Block Griddle Kit is recommended for the efficient and ecologically-safe cleaning of flat top griddles.
“It safely removes the encrusted grease, burned food,
grime and oxide from iron and steel cooking surfaces. It is
chemical-free, bacteriostatic, non-toxic, odorless and ecological,” said Polydros.Visit www.cleaningblock.com.

44 — Maintenance Sales News — November/December 2016

Intercon Now Offers OmniPod™
Touch Free Foaming Dispenser
Now available, Clearly Better by Intercon presents OmniPod™ Touch Free Foaming Dispenser and Manual Foaming
Dispenser.
The Clearly Better OmniPod™ Foaming Hand Hygiene
Program includes Foaming 62 percent Alcohol Hand Sanitizer; Foaming Alcohol Free Hand Sanitizer; Foaming Pear
Hand Wash; Foaming Antibacterial Hand Wash; and Foaming
Body Wash.
It is ideal for proper hand washing in today’s work environments with a revolutionary design and unprecedented
simplicity.
• Compact, contemporary design;
• Change-outs that are fast, easy and recyclable;
• ADA compliant.
Shaping the Future of Hand Hygiene™.
(www.interconchemical.com).

From FC Meyer Packaging:

MeyerPak™ Now Has Forestry
Stewardship Council Certification
FC Meyer Packaging, an American
box-maker since 1907, has announced that its MeyerPak™ Take
Out Packaging Recycled kraft box
will now carry the official FSC
(Forestry Stewardship Council)
seal of certification.
“With the FSC symbol on the
package, end-use customers have a
respected environmental pedigree for
their packaging in business. The kraft
box is now coated with a patent-pending anti-fingerprinting coating,” FC Meyer Packaging said in the press release. “FC Meyer Packaging now offers FSC certification; environmental integrity; and a clean presentation with our patent-pending anti-fingerprint coating.”
Visit www.fcmeyerpackaging.com for more information.

Toilet Paper Salesman Releases First Book:
No Nonsense Guide To Sales Success
With over 30 years of sales experience in the foodservice and janitorial industries,
Michael Mirarchi has compiled his business knowledge into a practical guide, Sales Wisdom from a Toilet Paper Salesman.
A press release said, “Mirarchi
uses plain English to lay out the actionable tips and strategies he’s employed in his own life to keep
learning, growing and succeeding.
“A respected leader in the industry, Mirarchi tackles everything
from how to price your product to
the importance of personal conduct. His new guide shows how to
be your best self—in and out of the
office.”
Mirarchi graduated in 1983, with
a degree in hotel and restaurant
management, from Keystone College. He began his selling career
with Maid Rite Steak Company
and Marstan Industries before
moving to Huff Paper Company in
1988.
“Throughout his 30-plus years in
sales, he’s earned numerous accolades and accreditations, developed
and facilitated many workshops and
has been published in various trade publications.
“Mirarchi continues to work in sales, speaking, training
and writing. He’s been married for over 31 years, and he
has two children.”
Sales Wisdom from a Toilet Paper Salesman is especially recommended for any new sales person and can be
used as a sales training tool.
Sales Wisdom from a Toilet Paper Salesman is available for purchase on www.Amazon.com.
Contact Mike Mirarchi at 570-407-3997 or via email
at mikemirarchi23@gmail.com for more information.
Michael Mirarchi

For Fresh Clean Air Indoors. Environmentally Safe, Non-Toxic
& Biodegradable. Absorbs Pollutants & Eliminates Odors.

Specification Information for:

DÖRDEN Moss Squeegees

Air Sponge has been successfully utilized as an antidote for offensive odors
and fume pollution in a variety of large-scale commercial applications. Among
others, it has been used in sewer gas treatment facilities, municipal bus and
subway systems, commercial airlines, hotels, hospitals and the restoration of
buildings damaged by fire and other disasters.
For use in Hotels, Hospitals, Commercial-Industrial
Buildings, Home, Office, Car, Boat, Camper, Garage.
Approved by the Asthmatic Association.

Delta Marketing Int’l., LLC
3 Matt Ave., Plattsburgh, New York 12901-3704
518-562-1633 • 800-926-1633 • fax: 518-562-1635

www.naturesairsponge.com

#02618

Steel/Lt.Duty 18” Nominal (45cm)

10 per pk. 5.5 Lbs.

19”x6”x5”

#02622

Steel/Lt. Duty 22” Nominal (55cm)

10 per pk. 6.8 Lbs.

23”x6”x5”

#02630

Steel/Hvy. Duty 30” Nominal (75cm) 10 per pk. 15.1 Lbs. 32”x9”x7”

#02615

Plastic Threaded Inserts

#03618

White Pl. 18” Nominal (45cm)

10 per pk. 4.3 Lbs.

19”x7”x7”

#03622

White Pl. 22” Nominal (55cm)

10 per pk. 5.1 Lbs.

23”x7”x7”

#02618/#02622/#02630 and #03618/#03622 – Available for Immediate Shipment
*20 Ft and 40 Ft Container Loads can be arranged upon request
and we would be pleased to offer a quotation if you so desire.

Dorden also manufactures a diverse spectrum of
“The World’s Finest Floor and Window Squeegees” right here in the U.S.A.
Dorden & Co., Inc. / Dorden Squeegee
DordenSqueegee.com • Email: MMfgcoinc@aol.com
PH: 1-313-834-7910 • FX 1-313-834-1178
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From Bro-Tex:

Bona® Partners With Healthy Schools
Campaign’s Green Clean Schools Program
Bona, has partnered with the
Healthy Schools Campaign (HSC)
to support the Green Clean Schools
program.
“We are thrilled to be teaming up
with Healthy Schools Campaign to
educate and advocate for healthy indoor environments, such as
schools,” said Cate Vanegas, director of marketing, Bona US. “A
healthy indoor environment starts
with the floors, and for almost a century, Bona has innovated and supported products that offer the best in
cleaning with safety in mind.”
During the 2016 ISSA/INTERCLEAN®, Bona participated in
HSC’s Green Clean Schools Forum,
which was created to teach facility
directors how to implement cost-savings strategies while
creating a safe, healthy environment. Workshops and
panel discussions concentrated on practical applications
of Healthy Schools Campaign’s 5 Steps to Green Cleaning in Schools.
“Over the past 10 years, HSC’s Green Clean Schools
has promoted green cleaning in schools through online
resources, events, webinars, education and advocacy,”
said Rochelle Davis, president and CEO of Healthy
Schools Campaign.
“Bona also had a presence on the 2016 ISSA show
floor, showcasing its new Bona Commercial System™
product line, designed to meet the daily needs of cleaning
hardwood floors. The system offers durable tools and premium cleaners that can hold up to daily use from job-tojob,” said Bona.
Bona was nominated for the ISSA Innovation Award
for its FlexiSand DCS® Abrasion System, which includes

The Dispense Pro®
Twin Pack
“New Dispense Pro® Twin Pack offers larger wipers and
two dispensing slots for double the count in a single package. This allows for increased productivity by spending less
time refilling containers, as well as a more environmentally
friendly solution,” said Brotex.
The wipers were designed for general use to the toughest jobs.
Users can choose one of five wipers to fill a box. The
wipers clean oil, grease and grime.

a four-step approach to provide the recoat abrasion on
athletic floors and a foundation for paint and finish.
Bona has developed a full system of hardwood floor
finishing, maintenance and care products specifically formulated for the needs of athletic sport floors such as gymnasiums and basketball courts.
“Bona’s dust-free sanding and GREENGUARD Gold
certification on its water-based products demonstrates the
company’s commitment to the health and wellness of future generations,” according to the company.
Bona US is the North American subsidiary of BonaAB
in Malmö, Sweden. Bona US manufactures and distributes floor and home care products. Bona’s hardwood
floor care systems have been in the professional market
for almost a century.
Call 800-872-5515 or visit www.bona.com for more information. Visit www.healthyschoolscampaign.org for
more information about the Healthy Schools Campaign.
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“The ProKnit™ hydroentangled nonwoven wipers are
strong and will resist most solvents. The polypropylene
wiper is low lint, and recommend for absorbing petroleumbased liquids and inks.”
Visit www.brotex.com or
call 1-800-328-2282 for more information.
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- Chemical-free
- Non-toxic
- Bacteriostatic
- Does not scratch
- Ecological
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W.C.

La Granja, 23
Pol. Industrial
28108 ALCOBENDAS
(Madrid) - SPAIN

E-mail: info@cleaningblock.com
Tel. +34 91 6610042
Fax +34 91 6618985
www.cleaningblock.com
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People In The News
Bullen Adds Steven Devito To Sales Team
The Bullen Companies has added Steven Devito to its sales
team. Devito has experience in distribution, logistics and pharmaceutical sales.
He works in new business development, strategic sales planning and sales leadership.
Devito’s coverage area will include Pennsylvania, New Jersey, the New York City Metro Area, Maryland, and Delaware.
He will provide support to Bullen’s regional customer base while
working on future growth.
Bullen has served the janitorial supply industry since 1939 by
producing cleaning solutions under the brands: Airx Laboratories, e-clean Products, Clausen Carpet Solutions, Truekleen,
Road Off, and One-Up, along with private label manufacturing.
Visit www.bullenonline.com for more information.

Steven Devito

Dade Paper Promotes Jim Lety

Haviland Corporation President Jan Haviland is shown with a plaque, presented
by ISSA, honoring the company for its 70 years of exhibiting at the ISSA show.
Haviland manufactures premium floor and window squeegees; aftermarket replacement
blades, gaskets and splash guards for floor machines; paving and roofing tools;
waterbrooms; serrated squeegees; and crack-fillers.

Dade Paper has promoted Jim Lety to director of janitorial
sales. Lety is now responsible for corporate janitorial sales as
well as working in company sales of chemicals, equipment and
Dade Paper’s Environmental Service Program.
Jim Lety joined Dade Paper’s Gulf States Branch in 2004 as
a sales manager. His role expanded to include management support in janitorial sales. In 2015, he was promoted to regional
sales director of janitorial sales. He has a total of 25 years’ experience in distribution and floor maintenance equipment sales.
Headquartered in Miami, FL, Dade Paper has nine distribution
branches and 12 sales support branches located throughout the
Eastern United States, Puerto Rico and the Caribbean.
Founded in 1939, Dade Paper is a family-owned and operated
company.
For more information,
visit www.dadepaper.com.

Jim Lety

Spartan Expands Building Service Contractor Program With Personnel Promotions
Spartan Chemical Company, Inc., has expanded its building service contractor program.
“As a result of Spartan Chemical’s growth in
the building service contractor market as well as
industry growth as a whole, Spartan Chemical
has promoted Bill Stewart and Jerred Attanasio
to its building service contractor program, led by
Frank Trevisani,” said the company.
Spartan said that its building service contractor program, which started in 1982, focuses on
developing custom programs that are simple and
cost effective.
Bill Stewart
Jerred Attanasio was promoted to manager of
building service contractors. Attanasio has a
Bachelor of Science degree from The Ohio State University, in Columbus,
OH. With 16 years of experience in the janitorial/sanitation industry, he has
industry experience, most recently as the regional manager for Spartan’s
North Carolina region.
Bill Stewart was promoted to West Coast building service contractors
manager. Stewart has been with Spartan since 1994, first serving as regional
manager of the Arizona region. In November 2006, Stewart was named West
Coast divisional sales manager. Most recently, he had returned to the role
of regional manager, Arizona region.
Spartan has formulated and manufactured sustainable cleaning and sanitation products since 1956.
Visit www.spartanchemical.com
for more information.
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Frank Trevisani

MANUFACTURED

Traditional Mop System

Request your free catalog today!

IN THE USA

www.RoyceRolls.net

toll free 800-253-9638

fax 616-361-5976
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SCA provides the Tork brand of professional hygiene products and services to customers ranging
from restaurants and health care facilities to offices, schools and industries. Products include
dispensers, paper towels, toilet tissue, soaps, napkins, and industrial and kitchen wipers.

Intercon Chemical Co., Inc., has been a broadline manufacturer since 1982, serving the
institutional, janitorial, health care and specialty chemical industries. The company produces
quality formulations for warewash, laundry, housekeeping, food service, janitorial, floorcare, restroom
care, skin care, general cleaning, sanitizing and disinfection. Pictured, left to right, are Robert Nichols,
Sales Manager; Richard Schroeder, Executive VP; Scott Petersen, VP of Sales; Jim Smith, VP Tech Service
/R&D; Jeff Rhodes,VP National Accounts; and Jim Epstein, President & CEO, standing in front.

Compass Minerals provides ice and snow melting products, including magnesium chloride and
deicing salt. The company manufactures the Safe Step® Pro Series®, a full line of ice melters for
the professional, available only to the jan/san business segment. Company representatives shown,
left to right, are Todd Kipper, Stuart Robertson, Millie Boss, Mike Ross and Bob Harper. Officials
at Compass Minerals wish Millie Boss a happy retirement after 32 years of dedicated service.

J & M Technologies, Inc., is the industry leader in e-commerce sales tools for jan/san distributors.
The company has unveiled the latest upgrade to its Internet Order Entry system, one of J & M
Technologies’ multiple products for increasing sales.

ACS Cleaning Products Div., is a full-line, vertically-integrated manufacturer of food service
and janitorial cleaning disposables, mops, brooms and brushes for commercial and institutional
markets. It also provides a comprehensive floor maintenance program including non-woven floor
pads in round, octagon and rectangular shapes; Cyclone-D diamond floor pads; steel wool pads;
screens; bonnets; and a wide assortment of specialty floor pads.

Royce Rolls Ringer Co., is a manufacturer of stainless steel products including housekeeping carts,
utility carts, chair/trash carts, mop bucket/wringer combos, toilet paper dispensers and other restroom
and kitchen fixtures. All items include a 10-year guarantee and are made in America. Pictured, left to
right, are Bill Swartz (President), Abby Murphy (Marketing Director), Angie Tant (Sales Director).
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Americo Manufacturing Company produces sustainable maintenance products. This includes
Full Cycle floor pads, hand pads, utility pads and floor matting. With more than 45 years of
manufacturing experience in the United States, Americo sells its products in over 70 countries.

Bullen Companies, Inc., manufactures innovative products that are safer for the end-user and
the environment, as well as reducing labor and costs. From the first non-butyl cleaner to the original
EPA-approved carpet sanitizer to the first floor burnishing gel, Bullen’s products have led the
industry in new ways to clean.

The award-winning sales team at Aluf Plastics takes a break from showing ISSA attendees the
latest trends in trash bag technology and can liner innovation to smile for the camera. Shown, left to
right, are Andy Klotz, Joe Rosenberg, Paul Sullivan, Jason Doss, Matt Schulgasser and Al Tabin.

VPR Impex, Inc., is a manufacturer of VAPORE ecological vapor cleaning systems and LAVA
automatic floor scrubbers. The company takes pride in catering to its customers’ needs by supplying
ecological cleaning solutions for a safer environment.

Berk International, LLC, is a manufacturer of toweling, tissue and disposable wiping cloths. The company
offers a full range of standard, custom and speciality wipes through distribution to end-users, with a
focus on jan/san, industrial, health care, food service, automotive, electronics and aerospace markets.
Shown, left to right, are company representatives Larry Berk, Jeff Berk, Eileen Hupp and Bob Lee.

Universal Business Systems (UBS), Inc., provides fully integrated, mobile software solutions
and more to janitorial, paper, chemical, packaging, food service and safety supply distributors.
Shown, from left, are Bob Leonard, of Leonard Paper Company; and Mike Lindstedt and Chris
Raffo, of Universal Business Systems (UBS), who discussed the latest enhancements to Universal’s
complete distributor software system, The Synergy Suite.
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von Drehle Corp., provides an extensive selection of center pull towel products and dispensers
along with jumbo roll tissue, standard bath tissue, hardwound towels, folded towels, household
towels, facial tissue and specialty tissue products.

Trojan Battery Co., is a manufacturer of deep-cycle batteries and a battery technology pioneer,
having built the first golf car battery in 1952. Trojan batteries provide power for a wide variety of
applications that require deep-cycle battery performance, including floor cleaning equipment.

Clean Control Corporation is a premier manufacturer of high quality cleaning products, odor
eliminators, disinfectants, sanitizers, deodorizers, environmentally friendly products, industrial &
institutional products and more. Shown from left to right are, Adan Fernandez, David Sexton, Bill
Frazier, Steve Davison, Cory Hammock, Tom Colarusso, and Kevin Zdeblick.

Morgro, Inc., provides a variety of ice melter products to suit the needs and applications for all
jan/san industries. The company’s products feature the strictest of specifications when it comes to
particle size and homogeneous coating, while also addressing environmental issues. Pictured are
Mark Ihme, regional manager (left) and Rick Jensen, vice president.

Zephyr Manufacturing Co., Inc., is a family-owned and operated manufacturer. The company
supplies cleaning products including wet mops, dust mops, brooms, brushes, dusters and handles.
Shown, left to right, are company representatives Bob Schneider, vice president of sales; R.J.
Lindstrom, president; and Sean Pence, national sales manager.

STEP1 Software Solutions provides Windows-based (Microsoft SQL) distribution software for the
jan/san, industrial paper, packaging supply, and safety supply industries. The company’s product is
affordable, scalable, and easy-to-use, while its support staff understands industry challenges, helping
customers make the transition from their current systems to STEP1 go smoothly.
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Expanded Technologies Corp., manufactures floor, furniture and surface protectors for all
environments, including homes, offices, hospitals, restaurants, hotels and schools. The company’s
products save money for end-users by reducing damage and wear to floors caused by moving
furniture. Shown, left to right, are Expanded Technologies President Richard Bushey, Vice President of
Sales Bret Bushey and Sales & Marketing Director John Zvolensky.

Haviland Corporation manufactures premium floor and window squeegees; aftermarket
replacement blades, gaskets and splash guards for floor machines; paving and roofing tools;
waterbrooms; serrated squeegees; and crack-fillers in the United States. Shown, left to right, are
company representatives Randy Wolfe, manager; Alice Andrews, executive vice president; Jan
Haviland, president; and Joyce Dudenhoeffer, marketing director. Haviland was honored for its 70th
year of exhibiting at the ISSA show.

TCD Parts, Inc., is a commercial dish machine, laundry and warewash replacement parts specialist.
Started in 1992 out of a basement and garage, the company continues to be family-owned and
operated. Through hard work, dedication, tireless innovation and a commitment to quality and service,
the company has grown from a small operation to a fully integrated supplier. Pictured, left to right, are
Chris Fisher, Joel Gross, Mark Fisher, Mike Fisher, Dick Heithoff, and Matt Fisher.

RedDot Brands manufactures custom, proprietary towel and tissue dispensing systems. Shown
at left are company representatives Andy Ahrens, vice president and general manager; and Laurie
Andres, marketing manager.

Perform Manufacturing Inc., has been manufacturing quality chemical products since 1995. The
company produces a complete line of products for the industrial, institutional, construction and food
service industry; and specialty chemicals for the janitorial and industrial distributor. These materials
are offered under the Perform brand or private label.

Dead Sea Works is a producer and supplier of potash products, as well as a broad range of
chemical products, including magnesium chloride, industrial salts and deicers. The company
serves customers in over 60 countries. Pictured, left to right, are Lee Faugerstrom of K+S North
America, and David Kugelmass of Dead Sea Works.
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U.S. Battery Mfg., Co., has been building flooded lead acid batteries since 1926. The company
puts quality before quantity. These American-made batteries are long-lasting and dependable for
the cleaning industry. Pictured, left to right are George Stratis (Regional Sales Manager, Southeastern
States / Caribbean / Central and South America), Brad Dwan (Director of Sales Asia/Pacific/Middle
East), Dan Grigsby (Regional Sales Manger, Western States), Michael Wallace (Creative Manager),
Donald Wallace (CMO/Executive Vice President).

Nexstep Commercial Products, the exclusive licensee of O-Cedar, provides a complete line of
commercial-grade sanitary maintenance items. This includes wet and dust mops, mop sticks, mop
buckets and wringers, janitor carts, waste receptacles and dollies, floor sweeps, angle and corn
brooms, microfiber products and squeegees.

Midlab, Inc., is a leader in creating and growing distributor-owned National Brand chemical
product lines that provide more affordable, profitable and environmentally-conscious choices
for its partners. Midlab has an umbrella of offerings, spanning the most creative private brand
creation team, a bevy of winning formulas, custom manufacturing, affordable pricing, on-the-street
support and much more.

Rep Toolkit provides software tools that enable sales reps to be highly effective by always having
up-to-date customer and product information needed to increase sales and profit margins. These
tools run on tablets, phones and PCs.

Bona US offers a complete product line specifically designed for athletic flooring systems. The
company’s products protect a majority of the NBA and collegiate floors.

EES Industrial, LLC, serves the odor control needs of thousands of industrial and institutional
maintenance programs across the United States. Products include dumpster deodorizers, solid and
liquid air fresheners, urinal screens and rim cages. Specialized cleaning chemicals, plus a complete
line of aerosol products, are also part of the company’s product offering. EES Industrial is the
solution to maintenance product needs. Company representatives shown, left to right, are Vivian
Ritter, Dan Ritter, Linda Cooper and Ben Longley.
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DDI System is a leading ERP software for distribution excellence concerning jan/san, paper and
packaging distributors. Inform provides maximum control of your business performance with an
unmatched suite of CRM, customer service options, analytics and complete 360-degree view of customers,
pricing and product inventory. Pictured, left to right, are Michael Gorodischer, Rachel Maley and Dena
Sugarman.

The comprehensive range of cleaning and maintenance systems from National Chemical
Laboratories, Inc., (NCL) offers the advantage of single sourcing for all janitorial chemical needs.
Whether it’s hard surface resilient floors, natural stone or ceramic tile care, carpet care, green cleaning
programs, restroom sanitation, industrial maintenance, supermarkets or foodservice, there’s an NCL
product program designed to maximize labor efficiency and to control cleaning budgets.

Lambskin Specialties welcomed the company’s representatives to its booth during the 2016 ISSA/
INTERCLEAN tradeshow in Chicago, IL. A variety of new products were presented at the show, eliciting
great interest from distributors and end-users alike. The company is a leader is the duster category,
featuring wool, feather, synthetic, microfiber and disposable dusters.

XYNYTH Manufacturing Corp., a North American leader in the ice melting industry, was
founded in 1986. With a major focus on the environment, XYNYTH offers its customers several
lines of high-quality ice melters that are organic, “green” and safe to use. Pictured are Kevin
Wice, president (left) and Robbie Chakervarti, sales executive.

The DPA Buying Group is a North American buying and networking organization of over 700
independent distributors and 200 preferred suppliers. DPA connects distributors and suppliers for
increased sales and growth opportunities, helping members save money. Shown, left to right, are DPA
CEO Zachary Haines, Director of Business Development Jarred Kennedy, and Vice President of Distributor
Development Mary Middendorf.

Golden Star Inc., is a full-line, vertically integrated manufacturer of professional surface cleaning
tools, systems and accessories. Products include wet and dust mops, microfiber pads and cloths,
dusters, bonnets, corn brooms, push brooms and hardware.
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Nyco Products Company is a premier manufacturer of specialty cleaning chemicals and
sanitary maintenance brands. Founded in 1920 and family-owned, Nyco has a rich history of
innovating cleaning products and solutions for a wide range of industries and markets. This
includes building and facilities maintenance, janitorial cleaning, industrial cleaning, food
processing, health care and education.

The Safety Zone, established in 1973, is a manufacturer of gloves and other personal protection
products. The company’s experience supplying the industrial safety, janitorial, food service, food
processing and medical markets extends worldwide.

Malish Corporation is a global leader in the manufacturing and marketing of rotary and disc
brushes for commercial floor cleaning machines. The company also markets a growing line of color-coded
and janitorial brushes. Shown, left to right, are company representatives Fred Lombardi, vice
president of sales & marketing; Bob DiVito, Western regional director of sales - distributor products;
Kim Fiorello, senior inside sales representative; and Jeff Malish, president & CEO.

Kissner Group is a major salt and packaged ice melt manufacturer, supplying a wide range of
high-quality products. Established over 130 years ago, Kissner has evolved to become a trusted
market leader, known for providing reliable service to clientele throughout North America.

Mor-Value Parts Co., (MVP) makes it easy for equipment dealers and service centers to
increase their profits with quality, drop-in replacement parts for all kinds of floor cleaning
equipment. A strong customer focus at MVP allows for reliable and experienced service, along
with a great selection of parts. Pictured, from left to right, are company representatives Laura
Fox, Chris Ford, Jim Last, Jason Johnson, Matt Kane and Chris Nawrot.

Transmacro Amenities provides hospitality and institutional bar soaps, shampoos and lotions.
It’s the exclusive provider of Dial-branded White Marble and Restore amenity lines. The company
also supplies Beach Mist and Fresh Choice collections as well as Good Day wrapped and unwrapped
soaps and amenity liquids. Pictured is Transmacro Amenities Vice President Monica Bahr.
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ABCO Products Corp., is a vertically integrated, Minority Owned Business Enterprise. It manufactures
and markets cleaning products as well as HACCP-compliant color-coded tools for the professional cleaning,
food service, industrial, QSR floor safety and food processing market segments. Shown, left to right, are
company representatives Kurt Wangeman, Claudia Silva, Jennifer Rojas and Christopher Meaney.

Queenaire Technologies, Inc., features a management team with over 30 years of experience
in the ozone industry. All products incorporate the most up-to-date ozone generating technology
available today. Further, the company’s trained service team offers maintenance and repair on
several different makes and models of ozone equipment.

Seko Dosing Systems Corporation is a manufacturer and marketer of chemical dispensing and
management systems. Seko’s Cleaning and Hygiene Division offers solutions for institutional and light
industrial facilities, with an emphasis on warewashing, on-premise laundry and housekeeping/janitorial
applications. Shown, left to right, are company representatives Steve DuFort, Larry Larsen, Stefano
Folio, Bill DeCristofano, Ed Thompson and Francesco Folio.

Palmer Fixture Co., offers a variety of items, from the traditional metal crank dispensers to
innovative touchless dispensers and hand dryers. Company officials are continuously working on
new products and ways to make life cleaner, greener and more hygienic.

M2 Professional Cleaning Products Ltd., supplies a variety of cleaning items including different
types of mops, brooms and buckets. Pictured, left to right in the front row, are company representatives
Giulio Greco, Gabriel Marino and Franca Marino. In the back row, left to right, are Gaston Dussault and
John Martin.

Salt Depot, Inc., was founded in 2007 to meet an industry demand for high quality de-icing
products with superior value. The company specializes in premium ice melt products. It
manufactures, packages and ships nationwide as well as to Canada.
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CP Industries’ Superior and Premiere ice melters are EPA Safer Choice-recognized, and all
products have received NSF certification. The company’s manufacturing facilities are located in
Utah, Pennsylvania and Europe. Pictured, left to right, are Ann Lieber, Fred Lieber, Greg Lieber,
Chase Naisbitt.

Air-Scent International manufactures commercial air care products, with emphasis on fan air
freshener dispensers and refills. Air-Scent’s booth featured its new Scentsia® large area scent
diffuser system, and MegaFresh™ trash room odor control. Pictured, left to right, are Sarah Davis,
Hayley Zlotnik, Bryan Zlotnik, Arnold Zlotnik, Lisa Vasko and Rick Burkhard.

Lindhaus USA provides single- and dual-motor commercial vacuum cleaners, LS50 electric and
hybrid wide path vacuum cleaners, LW30 and LW38 floor scrubbers, and LW46 wide path floor
scrubbers. Pictured, left to right, are company representatives Michele Massaro, Al Carpenter and
Cliff Brady.

SKY Systems Co., Inc., established in 1985, specializes in a variety of bag-in-box systems in 500
ml, 800ml, 1000ml and 8 liters packaging, with a wide range of general and foamy soaps. Sky also
offers a complete line of hand dryers that are suitable for many applications. This includes office
buildings, shops, hotels, restaurants, hospitals and schools. Other lines include metered aerosol
dispenser, metered aerosol fragrance, gel air freshener, urinal screens and rim cage. Pictured, left
to right, are Randy Su, president and George Vrionis, sales manager.

Micro Essential Laboratory is a market leader in pH and sanitizer testing technologies,
serving the laboratory and food service industries since 1934. Customer service and product quality
remain the company’s main focus points. Pictured, left to right, are Greg Abrom, Mark Florin, Bruce
Rosner and Rob Lynch.
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QuestSpecialty Corporation provides over 400 specialty chemicals to address the unique needs
found throughout an entire facility, with most available for private labeling.

Perfect Products, Inc., representatives would like to thank everyone for making this year’s show one
of the best in recent memory. Feedback surrounding the company’s various items, especially Perfect Products’
battery-powered upright, was very positive, and representatives look forward to next year’s show.

Chase Products Co., has been a leader in aerosol product development and innovation since 1927.
certified green cleaners, air fresheners, disinfectants, insecticides, paints and MRO items. Shown,
left to right, are National Sales Manager Anthony Albazi, President/CEO Judith Albazi and Regional
Sales Manager Kevin Brandush (back to camera).

Bro-Tex, Inc., is a wiper converter committed to customized wiping solutions. Additionally, Brotex
offers a wide selection of speciality wipes including microfiber towels, premoistened wet wipes and a
“build-your-own” wet wipe system. The company was founded in 1923. Pictured, from left to right, are
Tom Bernier (sales representative), Greg Browne (director of sales & marketing), Lee Gilbertson (sales
representative), Erwin Rendall (general manager) and Arlys Freeman (president).

At the recently concluded ISSA/INTERCLEAN 2016 Chicago tradeshow, Starco Chemical unveiled
its new display, complete with powerpoint and video presentations. Starco’s display was a hit,
based on the constant flow of attendees. The show was very successful for Starco Chemical, and
company representatives look forward to Las Vegas 2017. Shown, left to right, are Tom Strnad,
Southeast sales manager; Harold Diamond, president; Martin Zaret, vice president; Harvey Wasserman,
vice president, sales; Amanda Price, sales administrator; Tony Lau, Mid-Atlantic sales manager;
Ron Manfredo, Northeast sales manager; and David Piekarski, Midwest sales manager.

Since 1907, FC Meyer Packaging has been servicing its folding carton customers with value-added
products, superb quality and turnkey product services — from structural to complete creative design
packaging makeovers. Pictured, left to right, are Kenneth Schulman, president and Matt Baryshyan,
vice president of sales and marketing.

Dorden & Co., Inc., is an American manufacturer and factory-direct distributor of Belgian moss
squeegees. Programs are available for manufacturers, distributors and master distributors.
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Zenex International is a diversified manufacturer of chemical formulations, personal care
products, industrial wipes and aerosols. Shown are company representatives demonstrating new
products to potential customers.

Delta Marketing International, LLC, offers the Nature’s Air Sponge, which comes in three sizes
and is recommended for the home, office or car. Nature’s Air Sponge is easy to use. Simply remove
the sticker from the cover and place anywhere to effectively eliminate odors. Pictured are Charles
Lawfer, sales representative, and Stephanie Desautels, national sales manager.
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